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RATE REDUCTION 
FIGHT IN TEXAS 


Insurance Board Prepares Sta- 
tistics to Refute Talk of Con- 


fiscatory Tariffs. 


State 


SECY. POLLARD ANSWERS CRITICS. 


Suit For Reduction by Austin Brings 
Matter Before State Court for 
Settiement. 


At a hearing before the Texas State 
Insurance Board the question of a re- 
duction in the fire insurance rates was 
discussed at length. The recent peti- 
tions for reductions by three home com- 
panies and one outside company were 
withdrawn before the board met but the 
city of Austin is suing for a reduction 
in the suit, being in the form of a man- 
damus to require the board to give the 
reductions which it refused last spring. 
R. L. Betts attorney for the city opened 
up the subject before the board by say- 
ing: 

“The people and the insurance com- 
panies are demanding rate reduction. 
The board seems to be putting itself in 
the position of opposing both the peo- 
ple and the companies. 

“I am unwilling the law should be re- 
pealed. The people are entitled to some 
protection, but on the contrary the 
board is not granting what the people 
want and what the companies want. I 
assume this recent action of the compa- 
ties is based, largely, on the fact that 
the people won’t stand these rates. 
These facts ought to be taken into con- 
sideration by you. You ought to as- 
sume the companies want to reduce; 
you ought to take notice and give the 
people some relief. I don’t believe this 
law will be repealed in spite of the ac- 
tion of the San Antonio convention, but 
we will still have the board. The peo- 
ple ought to have some source of re- 
dress from its action. There is no re 
dress from the action of the insurance 
companies. 

“As the companies themselves have 
indicated their willingness to reduce, 
this board ought to decide the reduc- 
tions can be made. We ask for a re- 
duction just as though the applications 
were not withdrawn. You ought to con- 
sider this action and the present action 
of the insurance companies. If you will, 
it will go a long way toward maintain- 
ing the legislation establishing this 
board. We ask this in behalf of the in- 
surance takers of the State.” 

Mr. Eilers and Commissioner Barthol- 
omey also spoke to sustain Mr. Batts, 
Mr. Bilers saying that a great amount 
of insurance is going out of the State 
and there should be a reduction since 
both companies and the people are de- 
manding it. He favored the law with 
amendments and thought that the board 
has a right to order reductions though 
the application for them be withdrawn. 

Jake Wolff, representing the San An- 
tonio chamber of commerce, also ap- 

(Continued on page 12.) 
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THE HOME 


Insurance # Company 
New York 


Elbridge G. Snow, President 
MAIN OFFICE, 56 CEDAR STREET 


CASH CAPITAL, $3,000,000 
$32,146,564 
18 331,124 
1,800,000 
13,815,440 


Assets, January Ist, 1912 

Liabilities (including capital) 

Reserve as a Conflagration surplus 

Net Surplus over all liabilities and reserves 


SURPLUS AS REGARDS POLICYHOL DERS, $18,615,440. 


Insures against loss ot real and personal property, rental income, 
use and occupancy, earned profits and 
commissions by 


Fire, Lightning, Wind-storm, Automobile and 
Inland Transportation Risks 





Entered United States 
1866 


North British 
and Mercantile 


Insurance Co. 


Established 1809 





Since 1866, when the North British & Mercantile entered the United 
States, 1,833 Fire Insurance Companies have failed or retired 











T will pay the man who is a producer, or 
qualified to train agents, to write us to-day. 
Excellent positions to men of character and 
ability. Good openings at this time in Penn- 
sylvania, Ohio and West Virginia. We want 
good men. Write us. 


PITTSBURGH LIFE AND TRUST C0. 


HOME OFFICE, PITTSBURGH, PA. 


W. 0. BALDWIN, President HOWARD 8. SUTPHEN, Director of Agencies 
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HEAVY DECLINE 


Its Insurance In Force Decreases From 
$680,848,000 to $487,992,246 
Since 1904. 


SERIOUS AND VITAL MISTAKES. 


Efforts To Boost Up Inadequate Rates 
Brings Loss of Members and In- 
creased Mortality. 


The Royal Arcanum is one of the 
oldest of existing fraternal insurance 
societies. It is also among the largest, 
though not nearly so large as it was 
a few years ago. It has always been 
honestly and economically conducted 
and is in every way to be commended, 
save that it started wrong, from a 
scientific standpoint, and has made 
serious and vital mistakes later, owing 
to the lack of technical knowledge on 
the part of its management. 

The society is operating 
assessment plan, although in recent 
years it has sought to place its busi- 
ness upon a scientific basis, adopting 
rates which its management believed 
to be sufficient and which called for 
the accumulation of a mathematical 
reserve. Let us make a brief survey 
of its history. 

Early History of the Order. 

The Royal Arcanum was organized 
in 1877, thirty-five years ago. For 
many years, in fact up to 1898, it was 
very successful. Its growth had been 
rapid and hence its death rate for some 
twenty years was very moderate, 
making the cost low; but by 1897 the 
death rate, and hence the cost, had 
increased much beyond its earlier 
experience. The management perceived 
that the amount which it was collect- 
ing yearly would not be sufficient to 
pay accruing losses and that it was 
necessary to accumulate an emergency 
fund to meet the increasing claims of 
the future. The management did not 
at the time realize that if an emergency 
fund is required at all, it is equally 
necessary to know that the method of 
accumulating the fund will be certain 
to produce a fund mathematically 
sufficient to guarantee the ultimate 
payment of all claims that can arise 
in the future under existing policies. 
The management did not understand 
that this need could be determined 
mathematically, on the basis of exist- 
ing mortality tables. In 1898 they in- 
creased their assessment rates but they 
did it purely by guess. 

Lapses Follow and Mortality Increases. 

Although the increase was not very 
great, it had the usual effect of causing 
a great many sound lives to drop out. 
In that year, although many new risks 
were written, the net amount in force 
at the end of the year had decreased 
by over 920,000,000. The new rates, 
however, served to accumulate a fund 
of $825,289 by the end of that year. In 
1899 there was a slight gain in the 
amount in force, and the new rates 
sufficed to add $1,581,367 to its emer- 
gency fund. Nevertheless, the lapsing 
of many sound lives had materially in- 
creased the order’s death rate. It was 
still possible, however, to secure more 
new members than were withdrawing, 
and this continued until 1904, when the 
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amount in force was $680,848,000. Al- 
though the emergency fund had been 
increasing until the latter year, the 
gain each year had been growing 
steadily less, for the reason that the 
mortality too had been increasing, and 
after payment of losses there was little 
left to set aside in the emergency fund. 
In fact, instead of adding to its ac- 
cumulation in that year, the order was 
compelled to draw upon its emergency 
fund to the amount of $285,892 for the 
payment of claims. 


New Rates Again in 1905. 

This experience led the management 
to employ an actuary with a view to 
the computation of adequate rates— 
rates which would suffice for the ac- 
cumulation of a reserve, or an insurance 
fund, sufficient to enable it to meet all 
future losses. In the opinion of many 
the actuary employed by them has 
failed to grasp the situation and several 
serious mistakes were made. His chief 
error consisted in basing the new rates 
upon a mortality table compiled from 
the order’s own experience. That table 
would have been well enough if it had 
been certain that the future mortality 
of the order would accrue according 
to past experience. The actuary forgot, 
however, that in all the past, whenever 
the rates of an assessment order were 
increased, many members promptly 
withdrew. The withdrawing members 
were mostly sound lives; but the un- 
insurable, impaired risks remained. 
The effect always had been an im- 
mediate increase in such order’s mor- 
tality. Precisely that occurred in the 
ease of the Royal Arcanum in this 
instance. The new rates, though not 
large enough, were very much larger 
than the old, and in the very first year, 
1905, the organization lost practically 
$130,000,000 of business, the amount in 
force at the end of the year dropping 
from $680,848,000 to $550,918,000. The 
next year was also disastrous, the 
amount in force dropping from $550,- 
918,000 to $514,130,500, a further loss 
in a single year of $36,787,500. There 
has been a continuous loss of business 
in force in every year since, the decrease 
in 1911 being nearly $2,000,000, with 
only $487,992,346 in force, or nearly 
$200,000,000 less than the order had in 
1904. 

High Mortality and Loss of Funds. 

The effect of this steady withdrawal 
of sound lives has been a constant in- 
crease in the death rate of the order, 
which now exceeds 14 per 1,000 members 
as against 10.8 in 1904. Although the 
rates adopted in 1905 were very much 
higher than formerly, and although the 
receipts in the next year, 1906, exceeded 
the death claims by nearly $1,294,327, 
the mortality has so increased that the 
amount which the order has been able 
to set aside in the emergency fund— 
that is, the amount received in excess 
of. death claims, has grown less with 
each succeeding year, until in 1911 the 
death claims exceeded the entire assess- 
ments by $92,454.47, and the net amount 
of accumulated funds decreased from 


$6,456,590 in 1910 to $5,879,251 in 1911. 

It wil be readily understood that if 
the Royal Arcanum really had adequate 
rates—rates mathematically sufficient 
for the permanent fulfilment of its 
contracts—there would have been a 
large increase in the accumulated funds 
of the order in the past year instead of 
a decrease. Tihe very fact, that the 
assessments @pllected are no longer suf- 
ficient to pay accumulating claims, and 
that it has become necessary to draw 
upon its reserve instead of increasing 
it, renders one thing self-evident—the 
society must very shortly increase its 
rates of assessment again. This is in- 
evitable. The deficit in assessments in 
proportion to death claims is growing 
rapidly greater. Already in the first five 
moniths of 1912 the death claims paid 
exceeded the assessments collected by 
$339,948. Notwithstanding additional 
receipts from other sources, it was ne- 
cessary as early as May to make a fur- 
ther draft on the emergency fund to the 
amount of $150,000. 

The next increase of rates must be 
made within two or three years, if for 
no other reason, because of the enaci- 
ment of the uniform fraternal bill, 
known as the Mobile Bill. On account 
of this measure, it may be stated as 
a certainty, that the order will shortly 
make a material increase in all rates. 
When this increase is made, there will 
be a further withdrawal of sound lives 
ou a large scale. This will simply re- 
new the experience of the past, and 
the mortality will again advance, 
rendering the new rates, however 
large, inadequate. In fact, the reform 
has been too long deferred and the 
condition of the society is such to-day 
that no rates that may be adopted will 
be sufficient for permanence. The 
higher the new rates that may be 
adopted the more rapidly will the sound 
lives abandon the organization and the 
more rapidly will future mortality in- 
crease. Not only must rates be in- 
creased in the near future, and later 
increased again, but that very process 
leads to inevitable dissolution in the 
end. 





Settlement That Talks. 





The Old Line Bankers Life of Lin- 
coln, Neb., recently settled a $2,000 
twenty payment life deferred dividend 
policy at the end of the premium pay- 
ing period by paying $1,891.72, as fol- 
lows: Reserve, $949.18; surplus, $942.- 
54. The total premiums paid were $1,- 
079.60, so that the assured, in addition 
to being insured for $2,000 for twenty 
years received $812.12 more than he 
paid in premiums. 





W. C. Johnson, vice-president of the 
Columbian National Life, is returning 
from a trip among the agencies of the 
Company. The Columbian is experi- 
encing the most pronounced success of 
its career, and at that the work of the 
past year has simply been the laying of 
a foundation for greater things in the 
future. 





fireat Southern Life Insurance Company 


HOUSTON, TEXAS 
BEGAN BUSINESS NOVEMBER 1, 1909 


ing May 31, 1912: 


DANES si vasuns acketaee 1,220, 471.38 
Surplus to Policyholders, 994,867.42 
Applications received 

during first five months 





GENCY CONTRA DDRESS 
1.7.ScoTT | 9S GARITON, Vieo-Pres., Houston, Tet. 


J. S. RICE 
President 














The State Life Insurance Company 
INDIANAPOLIS 


Not The Oldest--Not The Largest--Just The Best 





TEN MILLION DOLLARS 


Deposited With The State of Indiana For The Sole Protection of 
Policyholders 





Good Territory and Remunerative Contracts for Men Who Can 
«Do Things ’”’ 


Address CHARLES F. COFFIN, 2nd Vice President 
1231 State Life Building 











INCORPORATED 1844 


State Mutual Life Assurance Company 


WORCESTER, MASSACHUSETTS 
BURTON H. WRIGHT, President 
..- PROGRESSIVELY SUCCESSFUL... 
22% Increase 1912 over 1911 first half year. 
34% 5 nee oe 
47% “ 1912 te 1909 “ ae “é 
121% “ ee eee we 


Why ? Satisfied Policyholders—Happy and contented Salesmen. 


We are often able to make room for a producer or organizer who 
can measure up to the State Mutual standard 


Address 
EDGAR C. FOWLER, Superintendent of Agencies, 
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Men of character and ability can get direct contracts and life renewals 


the 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


W. O. JOHNSON, President 


Non-participating Low Rates 


High Guarantees 


Disability Pension Provisions 
Company has over $1,000,000 of Surplus 


Attractive Territory—Liberal Contracts—Write Today for Terms 
S. W. GOSS, Vice-President 


THE “ROOKERY,” CHICAGO 
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MASS. MUTUAL AGENTS MEET 


PRES. M’GLENCH DEFINES PLANS. 


Dividend Schedule To Be Increased— 
Record Gathering at Twenty-first 
Annual Meeting. 








Massachusetts Mutual men from all 
over the country attended the twenty- 
first annual meeting of the agents asso- 
ciation which was held at the home 
office in Springfield on Friday and Satur- 
day of last week, It was a record gather- 
ing and declared very profitable, both by 
the visiting agents and the home office 
staff. 

President W. W. McClench received 
a rousing welcome when he addressed 
the meeting, and especially vigorous 
was the greeting he received. when he 
announced that the dividend schedule 
for next year would show a material 
increase. President McClench said in 
part: 

“We are all engaged in a common 
work and meetings like the present are 
helpful, not alone to you, but also to us 
at the home office. We, too, receive 
benefit and increased enthusiasm from 
your presence here, and wisdom also 
from your discussions. 

“During the year since your last 
meeting, the business of the company 
has progressed steadily and satisfac- 
torily. Never before in any period of 
12 months since the organization of the 
company has so large an amount of 
new business been written or delivered 
by the field men. From August 1, 1911, 
to August 1, 1912, the amount of new 
business written was $43,220,800, and 
the amount delivered $38,301,287. These 
figures tell in part the story of the 
work you have done, and they furnish 
abundant evidence of your continued 
loyalty to the company and of your 
well-sustained and successful applica- 
tion to your work.” 

A. W. Bray of Newark, 'N. J., presi- 
dent of the association, introduced 
former Governor Fort of New Jersey, 
who spoke interestingly of life insur- 
ance from the standpoint of the policy- 
holder. 

Dr. Morton Snow, medical director 
ef the company, read a very instructive 
paper on “The Constructive Phase of 
the Life Insurance Examination.” 

At the opening of the afternoon ses- 
sion President McClench, in the name 
of the agents association, presented J. 
Putnam Stevens of Portland, Me. a 
large and handsome loving cup. Mj. 
Stevens is just closing his 25th year as 
general agent of the company and has 
been secretary-treasurer of the associa- 
tion during its 21 years of life. The 
gift of the cup was to commemorate 
both events. Mr. Stevens was taken 
completely by surprise, but managed to 


voice his thanks feelingly. Following 
this pleasant ceremony, L. Brackett 
Bishop, president of the National Life 
Underwriters Association, presented his 
paper upon “Selling Life Insurance.” 
It was heartily applauded and was 
followed by an interesting discussion. 
He spoke in part as follows: 
Selling Life Insurance. 

“Present-day selling of life insurance 
has become practically a professior 
The field of the life insurance sales- 
man is unlimited. The whole wide 
world is before him waiting to have 
him awaken it to the necessity of act- 
ing for the protection of family and oll 
age. He is constantly appealing to all 
that is best in men’s natures, and if he 
really has the interests of his clients 
at heart, he cannot fail to develop into 
a successful and useful man. 

“A first-class life insurance man 
needs four qualities: Intuition, ten- 
acity, judgment and sympathy. The last 
one, sympathy, is a particularly valu- 
able one for him to possess. To be- 
come a broad and successful man, an 
agent must show himself in his com- 
munity as interested in the various 
things that make for the good of 
the community. He must be public- 
spirited; at the same time he must 
remember that life insurance is his 
principal business and must be para- 
mount. If he remembers this, all the 
public work he does will not only make 
him a better citizen, but will give him 
the respect of his neighbors and make 
them more willing to place in his hands 
their life insurance interests.” 


Then came the presentation of 
Charles Warren Pickell’s address en- 
titled “The Easiest Way To Avoid Com- 
petition.” This paper, too, was meaty 
and aroused discussion. 

In the evening President and Mrs. 
McClench received the agents and the 
ladies who accompanied them at their 
residence on Sumner avenue. The af- 
fair was entirely informal. The Cal- 
houn Club entertained the guests with 
singing, and Alexander Hughes catered. 
The grounds were illuminated wita 
festoons of incandescent globes. 

The second day’s session opened 

with the reading of a paper on 
“Problems of Field Work” by F. D. 
Buser of Philadelphia. A lively dis- 
cussion followed and many excellent 
points were brought out. The question 
box also proved to be a very animated 
and profitable portion of the program. 
At the close of the meeting officers for 
the new year were unanimously elected 
as follows: 
* President, W. H. Herrick of St. 
Louis, Mo.; first vice-president, T. R. 
Fell of New York; second vice-presi- 
dent, Isaac B. Snow of San Francisco, 
Cal.; secretary-treasurer, J. Putnam 
Stevens of Portland, Me. (re-election). 
The new Executive Committee is: 
Joseph B. Thebaud of Buffalo, N. Y.; 
John McGregor of Denver, Colo.; 
Frank H. Lewis of Jersey City, N. J.; 
BE. J. Meyer of Montgomery, Ala., and 
E. Milton Allis of this city. 


DIVIDENDS DOUBLE INSURANCE 


IN MUTUAL LIFE SETTLEMENTS. 





An Interesting Record of Twenty-Five 
Policies In Force For Nearly Half 
a Century. 





During the five weeks ending July 27 
the Mutual Life of New York paid 485 
death claims for a total of $1,761,456, 
which is nearly $200,000 more than the 
original face value of the policies involv- 
ed. The aggregate premiums paid were 
$894,876.73, or approximately one-half 
the amount paid by the company. There 
were 155 matured endowments settled 
during the period for a total of $429,085, 
bringing the amount paid in endowments 
since organization up to $118,433,156. 
Total death claims paid approximate 
half a billion dollars or to be exact $477,- 
837,979.93. 

The table presented herewith shows 
a record of twenty-five death claims re- 
cently paid by the company, with excep- 
tionally large returns to policyholders. 

It will be noticed that the original 
amount of insurance $82,500 was in- 
creased by dividend additions of $87,614 
making the total of claims paid $170,- 
114. If all dividends had been allowed 
to accumulate, the amount of claims 
paid would have been still further in- 
creased to $185,349. The sum paid to 
the beneficiaries, exceeds the net cost to 
the insured by $100,756. The accumu- 
lated dividends on those twenty-five 
policies exceed the net amount of prem- 
iums paid by $18,256. In each individual 
case, but one, the return over cost ex- 
ceeds the original amount of insurance. 
On fourteen policies the dividend addi- 
tions exceed the original insurance. The 
list is as follows: 





_ —a, 1, 
Age atand Policy Original Dividend 
year of issue Number Insurance Additions 
32—1848 5680 5,000 6,895 
28—1851 9345 1,000 885 
26—1852 10681 2,000 3,675 
24—1853 11287 2,500 3,970 
27—1853 12346 2,500 4,295 
32—1854 12584 2,500 1,420 
19—-1854 13640 5,000 6,392 
25—1855 15354 5,000 5,981 
26—1857 18682 5,000 6,692 
30—1857 18929 2,000 2,540 
25—1857 19025 1,500 1,442 
28—1857 19401 1,000 1,211 
26—1858 20813 4,000 4,342 
30—1859 22083 5,000 6,885 
24—1860 23890 2,000 1,952 
30—1861 25401 1,000 1,201 
35—1861 25878 5,000 6,805 
27—1862 26495 2,500 1,138 
34—1863 28795 6,000 6,007 
24—-1864 324387 3,000 1,597 
44—1865 34841 5,000 2,241 
25—1865 37147 2,000 1,066 
41—1865 39131 5,000 3,120 
33—1865 41026 5,000 4,344 
49—1868 86426 2,000 1,518 
On 25 Policies... $82,500 $87,614 


*For the convenience of the insured 
terly or semi-annually. 


—— 


GEO. A. GRIMSLEY PRESIDENT. 





Former Secretary of Security Life of 
Greensboro Heads Consolidated 
Companies. 





The following letter relative to the 
management of company formed through 
the merger of the Jefferson Standard, 
Greensboro Life and the Security Life 
of Greensboro is self-explanatory: 

“T note in your issue of August 22 a 
report in regard to the consolidation 
of the Security Life & Annuity Com- 
pany, the Jefferson Standard and the 
Greensboro Life. In the second para- 
graph you stated the headquarters of 
the Company will be in Greensboro, and 
it is expected that the management 
will be in charge of Chas. W. Gold, 
secretary of the Jefferson Standard Life 
and Julian Price, secretary and agency 
manager of the Greensboro Life. This 
statement is altogether incorrect. Geo. 
A. Grimsley, secretary of the Security 
Life & Annuity Company, has been 
elected president of the Jefferson 
Standard Life and will be president of 
the consolidated companies. Practical- 
ly the present management of the 
Security Life & Annuity Co. will be 
the management of the consolidated 
companies. C. C. Taylor, manager of 
agents of the Security Life & Annuity 
Company, will be secretary of the con- 
solidated companies, and Dr. J. P. 
Turner, medical director of the Security 
Life & Annuity Company, has been 
elected medical director of the Jefferson 
Standard and will be medical director 
of the consolidated companies.” 





Net amount of 





Premiums paid Return over 

Total by insured Cost 
11,895 6,164.40 5,730.60 
1,885 622.86 1,262.14 
5,675 2,386.11 3,288.89 
6,470 2,689.52 3,780.48 
6,795 3,055.44 3,739.56 
3,920 1,751.52 2,168.48 
11,392 4,880.70 6,511.30 
10,981 4,664.96 6,316.04 
11,692 *5,550.50 6,141.50 
4,540 2,169.75 2,370.25 
2,942 1,378.54 1,563.46 
2,211 *895.54 1,315.46 
8,342 *4,215.02 4,126.98 
11,885 *6,100.30 5,784.70 
3,952 *1,850.98 2,101.02 
2,201 *1,137.69 1,063.31 
11,805 6,717.50 5,087.50 
3,638 780.59 2,857.41 
12,007 2,583.90 9,423.10 
4,597 *947.82 3,649.18 
7,241 1,703.83 5,537.17 
3,066 *638.44 2,427.56 
8,120 *2,487.45 5,632.55 
9,344 2,475.00 6,869.00 
3,518 1,509.80 2,008.20 

$170,114 $69,358.16 $100,755.84 


the premiums were paid either quar- 





AMERICAN CENTRAL LIFE INSURANCE CO. 


Insurance In Force Over Thirty Millions 


INDIANAPOLIS 
Indiana’s Oldest and Largest Non-Participating Company. 


Established 1899 





Over Ten [lillions Written During 1911 


For an Agency Connection with this PROGRESSIVE COMPANY, Address Herbert M. Woollen, Vice-President 
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SECURITY ASKS BIG DAMAGES 


FROM FORMER GENERAL AGENT. 





Attempt of William Boswell To Obtain 
Control Charged as a 
Conspiracy. 





On Tuesday of last week the Security 
Mutual Life of Birmingham filed suit for 
damages of $500,000 naming William 
Boswell, its former general agent for 
several states with headquarters at Cin- 
cinnati, Charles M. Turner, former pre- 
sident of the company and Clarence A. 
Powers of Chicago, Ill, as defendants. 
It is alleged that the three men named 
have conspired to injure the business 
of the Security in naming nine candi- 
dates for the directorate of the com- 
pany to be voted upon at the election 
on February 4, 1913. 

The petition recites that Charles M. 
Turner was largely instrumental in or- 
ganizing the company in 1886 and held 
control of it through proxies until 1907, 
when the legislature of New York 
passed a law rendering invalid proxies 
obtained at the time policies were put 
in force. 

It is further alleged that about the 
year 1894 Turner organized The Agency 
and Investment Company. This com- 
pany entered into. a contract with the 
Security Mutual, whereby Turner was 
to become the secretary and general 
manager of the insurance company, and 
that his salary was to be governed by 
the volume of business. The salary was 
to be paid by the Agency and Invest- 
ment Company out of money paid it by 
the insurance company. In 1902, it is 
claimed, this contract was modified so 
that Turner also became president of 
the insurance company. 

It is alleged that while acting as sec- 
retary, general manager and president, 
Turner executed and delivered, with his 
son and son-in-law, contracts by which 
they, in addition to the monthly salaries 
received by them as employes of the 
insurance company, were to receive 
brokerage and renewal commissions on 
a large amount of insurance business. 
In addition thereto the petition states 
Turner had issued to himself policies on 
his own life to the value of $24,000. 

In February, 1908, for a consideration 
of value received and agreed to be paid 
him by the Agency and Investment Com- 
pany, Charles M. Turner resigned his 
offices in the insurance company and 
delivered to the company the policies of 
insuranec for cancellation and the re- 
leases of the contracts entered into with 
his son and son-in-law. He also gave, 
it is charged, an agreement to the Ag- 
ency and Investment Company whereby 
he promised that he would not, by 
speech or act, harm or embarrass the 
company. 


Took List of Policy Holders. 


Soon after Turner severed his connec- 
tion with the company he removed from 
the city of Binghamton and went to Chi- 
cago. It is charged that at the time he 
went to Chicago he had in his posses- 
sion a complete list of the company’s 
policy holders and that he “unlawfully” 
took this list to Chicago, where it is 
charged certain persons are using the 
list in an attempt to carry out a con- 
spiracy against the company. 

The petition recites that while acting 
as president, Turner entered into a con- 
tract with William Boswell, appointing 
Boswell general agent for Ohio, Ten- 
nessee, Kentucky and West Virginia. 
Boswell was to receive certain broker- 
age and renewal commissions on the 
insurance written and paid for in this 
territory. It was agreed, however, that 
Boswell should produce from this terri- 
tory policies aggregating $2,900,000 an- 
nually. It is alleged that Turner did 
not place the contracts with his son-in- 
law and Boswell with the regular pa- 
pers of the company, but kept them in 
a private vault to which he alone had 
. access. It is alleged that during the 
fail of the year 1911 it became evident 
that Boswell could not write the reguir- 


ed amount of insurance, and during said 
year Boswell, because of criticism by 
the Insurance Departments of Ohio and 
Kentucky, became dissatisfied with his 
agreement and decided to quit the com- 
pany. 

Conspiracy Is Charged. 


It is charged that in the fall of 1911 
Boswell, Turner and Powers, with an- 
other person or persons whose names 
are unknown, entered into a conspiracy 
whereby it was agreed that Boswell 
should claim that the company had 
broken its agreement with him. The 
petition alleges “it was also wrongfully, 
illegally and unlawfully agreed between 
said persons that said Turner should 
take the position, and if necessary testi- 
fy under oath, that he, while acting as 
president in or about the year 1906 and 
at other times had for a valuable con- 
sideration received by this plaintiff duly 
and permanently canceled, waived and 
rescinded the said clause in the Bos- 
well contract requiring the production 
by said Boswell of at least $2,900,000 of 
acceptable and paid for insurance in 
each calendar year, and that in case 
Boswell failed to force a compromise or 
settlement of his said claim against 
plaintiff Boswell should begin in the 
courts of Ohio an action against the 
company.” 

The petition alleges that Boswell was 
to have the active support and assist- 
ance of Turner and Powers in this ac 
tion. It is also charged that in this 
agreement, or alleged conspiracy, it 
was arranged whereby a campaign was 
to be instituted for the election by the 
policy holders of the plaintiff company 
at the biennial election on February 4, 
1913, a new Directorate of nine men 
who éan be controlled by the defend- 
ants. 

New Directors Proposed. 


It is alleged that the defendants are 
instrumental in attempts to secure the 
nomination of the following nine direc- 
tors: Walter E. Gregory, physician, 
Dansville, N. Y.; Jerome B. Hadsell, 
bookkeeper, Binghamton, N. Y.; Clar- 
ence A. Powers, promoter, 6137 St. Law- 
rence avenue, Chicago, Ill.; Charles M. 
Turner, promoter, 3914 Ellis avenue, 
Chicago, Ill.; H. I. Protzman, Bingham- 
ton, N. Y., hotel keeper; George B. 
Watts, 147 Bast Sixty-first street, New 
York city; Robert G. McMeekin, 305 
Sixth avenue, New York city; John R. 
Kinsley, 115 Bast Sixth avenue, Cincin- 
nati, Ohio; Albert S. Smith, insurance 
agent, 3226 Powelton avenue, Philadel- 
phia, Penn. It is alleged that of the 
nine named five do not hold any policy 
of the company. 

It is alleged that Turner is using his 
list of policy holders in an effort to 
secure the election of this directorate, 
and that he is engaged in communicat- 
ing with agents and former agents, and 
that he is making false and misleading 
statements concerning the affairs of the 
company. By reason of this conspiracy 
the company states that it has been 
damaged in the sum of $500,000. 


Boswell’s Statement. 


When asked relative to the filing of 
the suit, Mr. Boswell said: 

“T have a suit pending for large dam- 
ages against this company for breach of 
an important contract with me six 
months ago. I have been endeavoring 
to get this suit tried, but they have 
made motion after motion for delay. 

“Recently there was nominated, in 
accordance with the New York laws, a 
policy holders’ ticket, as well as the 
ticket of the present administration for 
the election of directors. Mr. Turner, 
the former president, and Mr. Powers, 
both of whom are made defendants, are 
on the new ticket. Neither of them re- 
sides in this State. 

“IT do not know any ground for a suit 
by the company for any amount, much 
less this large amount, which can only 
make the present directors look ridicu- 
lous.” 

The amount of damages claimed by 
Mr. Boswell is $250,000. 


BENEFICIARY CLAUSE AGAIN. 





Assured Anxious to Know Whether 
Recent Decision Would Apply 
to His Policy. 





That the recent decision of the New 
York Court of Appeals in the case of 
Bradshaw vs. Mutual Life, which, ap- 
peared in full in The Eastern Under- 
writer of July 4, dealing with the 
vested interest of a beneficiary, even 
when the assured survives the bene- 
ficiary, has attracted attention among 
policyholders, is evident from the fol- 
lowing inquiry and answer which ap- 
peared in the Journal of Commerce: 

Goshen, N. Y., Aug. 19, 1912.—I have 
recently read a Court decision respect- 
ing the interpretation put upon a bene- 
ficiary clause under a life policy.’ In 
the case I have in mind the insured 
carried a life policy payable to the wife. 
The wife died before the insured. He 
continued the policy, but made no 
change in the beneficiary clause. There 
were no children. Following the death 
of the insured, the Court decided the 
policy to be payable to the heirs of his 
wife. I have several policies, all pay- 
able to my wife. We have one child. 
I will give you the wording of the 
beneficiary clauses and I wish to ask in 
this connection if, presuming our child 
should die, and then my wife before I 
died, would it be possible to construe 
these clauses as making my policies 
then payable to the heirs of my wife, 
and not to my own heirs? 

Following are representative clauses: 

(1) Payable to . wife, “as 
beneficiary, or to such other beneficiary 
as may be designated by the insured, 
as hereinafter provided. In the event 
of the prior death of the above named 
or other designated beneficiary, the 
said sum shall be paid as aforesaid to 
the executors, administrators or as- 
signs of the insured.” 

(2) Payable to , wife, “Pro- 
vided this contract is not assigned, the 
insured may, at any time, and from 
time to time during its continuance 
change the beneficiary, to take effect 
only when such change and the written 
consent of the company thereto are 
endorsed upon the contract at the Home 
Office of the company, or attached 
thereto, whereupon all rights of the 
former beneficiary shall cease. If the 
insured shall survive the beneficiary or 











beneficiaries or any of them named 


herein the proceeds of the contract or 
the share of the deceased beneficiary 
or beneficiaries, as the case may be, 
shall be paid to the executors, admin- 
istrators or assigns of the insured, un- 
less otherwise provided in or by in- 
dorsement upon this contract.” E. P. 

Reply.—The first clause quoted by 
cur correspondent provides expressly 
that if the designated beneficiary should 
die before the insured, then the amount 
of the policy is to be paid “to the ex- 
ecutors, administrators or assigns of 
the insured.” It goes, in other words, 
to the estate of the insured or to such 
person as may hold from him an assign- 
ment of the claim. It does not go to 
the family or heirs of his deceased wife 
in any case. The second provision al- 
lows the insured to change the bene- 
ficiary at will. In case his wife and 
child die in his lifetime he may choose 
another to receive the insurance upon 
his death. This clause also provides 
that if the beneficiaries named in the 
policy, whoever they may be, shall die 
before the insured, then the proceeds 
of policy are to go, not to their execu- 
tors, administrators or other personal 
representatives, but to his. It is his 
estate that will benefit in such case, 
not the estate of the beneficiaries. 
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BERKSHIRE 


Life Insurance Co. 
PITTSFIELD, MASS. 


W. D. WYMAN, President 


Its policies which are issued 
at low rates, contain 
many liberal 
privileges. 


Correspondence Invited 
W. S. WELD 


ee of Agencies 








Extracts from Report of Examination of 


SOUTHWESTERN LIFE INSURANCE CO. 


By the State of Texas, July 2, 1912 


“The affairs of the Company are most ably managed, and 
all its records are in excellent shape. 

“The treatment of policy-holders has been fair and equitable 
and claims have been promptly paid. Evidences are not lacking 
that the Company enjoys the confidence of the insuring public, 
a confidence apparently well deserved.” 














“ Pre-eminence in Benefits to Policyholders”” The Watchword. 





34 Nassau Street 





THE MUTUAL LIFE 
Insurance Company of New York 


Paid to Policyholders in 1911..... ba ettis bic cneatewes $57,353,726.13 
Received from Policyholders in 1911..... basasaks 55,582,183.20 
Excess of Payments over Receipts............. $1,771 ,542.93 


PAID DIVIDENDS IN 1911 
$13,631,857.73 
APPORTIONED FOR DIVIDENDS IN 1912 
$15,146,685.72 
MUTUAL LIFE AGENTS MAKE MOST MONEY 
BECAUSE 


MUTUAL LIFE POLICIES SELL MOST FREELY 
For terms to producing agents, address 


GEORGE T. DEXTER 
2nd Vice-President 











New York, N. Y 
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A FOURFOLD RESPONSIBILITY 


METROPOLITAN LIFE’S MISSION. 
Duty to Agents, Home Office Employes, 
Industrial Pobicyholders—Work- 
ing Class in General. 





From the Metropolitan Life we have 
received a copy of an address delivered 
by its vice-president, Haley Fiske, be- 
fore the annual meeting of the Life 
Underwriters’ Association of Canada, 
held at Montreal, August 22, the topic 
being “Life Insurance Companies and 
Welfare Work.” Mr. Fiske said that 
the predominant question to-day, as 
some three and a half years ago when 
the conservation movement was in- 
augurated, is: What are the corporate 
powers of the companies under exist- 
ing laws and their strict supervision. 
He points out that the construction to 
be placed upon laws and the latitude 
allowed by supervising officials are 
largely affected by public opinion. In 
the face of initial opposition his Com- 
pany, the Metropolitan, has succeeded 
in a well-established movement for the 

. protection of agents, home office em- 
ployes, industrial and ordinary policy- 
holders, also in giving a substantial ac- 
count of itself to the working classes 
in general. We quote from Mr. Fiske’s 
interesting address as follows: 

World in a Feverish State. 

“The twentieth century will certainiy 
be known as the progressive century. 
In politics, in applied science, in educa- 
tion, in religious movement, in care of 
natural resources, in social welfare, in 
conservation of life and health, we 
must all nave observed unwonted pro- 
gressive energy amounting almost to 
teverishness. Since the new century 
opened, the whole world is, hurrying as 
if its time were short and its end 
near. Our business has felt this energy. 


both from without and within—from 


without, in regulative legislation and 
supervision; from within, in new 
developments in plan and scope and 
the multiplication of new companies. 
Life insurance has become so wide- 
spread among the people and has ac- 
cumulated such enormous funds that it 
is natural that those who are working 
for social welfare should appeal to it 
for help. In England its co-operation 
is the basis of the Parliamentary 
scheme for taking care of the sick. In 
the United States and Canada, where 
legislation has not yet become the 
universal panacea, those who seek social 
benefit have sought the assistance of 
life insurance companies in their plans 
for fighting disease and its attendant 
misery. 
Responsibility and Freedom. 

“The Metropolitan Life Insurance 
Company is in a position which differs 
from all other companies in many re- 
spects, and which gives it a more free 
hand in conservation work. It is a 
stock company whose stock dividends 
are limited to seven per cent., and it 
issues no particular policies—in fact 
has none on its books except such as 
are kept in special classes, whose divi- 
dends are dependent upon a lower 
mortality than was assumed in the 
tentative construction of premiums 
adapted to those special classes. It has 
over twelve millions of policies in 
force, over eleven millions being in- 
dustrial policies. It has never issued 
any participating industrial policies. 
These facts are not stated boastfully, 
but to show, first, the peculiar re- 
sponsibility of the Company, and second, 
its peculiar freedom. in fulfilling this 
responsibility. Let Ine tell you briefly 
how it is attempting to fulfill it. This 
responsibility is fourfold: First, to the 
11,000 agents who get and conserve the 
business; second, to the 3,800 head office 
employes who take care of it; third, 


tc the industrial policyholders; fourth, 

to the working classes in general. 
Opposed to Pension Systems. 

_ “1, The Company for many years has 

taken a good deal of care of its agents 

when sick or permanently disabled. It 

does not believe in a pension system: 





First, because the benefits are post- 
poned. The usual period of service re- 
quired is 20 or 25 years. That is a long 
period of service to be a prerequisite 
to obtaining help, and means nothing 
at all to a large majority. Second, be- 
cause when an agent is sick he needs 


help irrespective of long service. Third, ' 


a pension system requires the putting 


up of a reserve. Pensions are annuities . 


and the contingency of length of 
service is a calculable one. The setting 
aside of a reserve diminishes the ability 
of the Company to afford help, for it 
increases the liabilities. Fourth, a 
pension is a sum certain which may 
be too much or too little to meet the 
requirements. Our system is one of 
allowances made to fit the individual 
cases. The allowance is sometimes full 
pay for a period; sometimes hospital 
or medical help; sometimes part pay 
for long or short periods; sometimes 
allowances for the whole of the cur- 
rent year in case of retirement, the 
amount dependent upon what the re- 
cipient has done for the company, the 
length of service, the necessities of the 
case. Nothing is promised beyond the 
current year. All allowances are re- 
vocable for cause. Experience teaches 
the employe that justice will be done. 
The Company spent about $170,000 in 
these allowances in 1911 on 363 sick, 
disabled and inactive employes. 

“The Company has established a 
savings fund to which any employe, 
after a year’s service, providing he is 
receiving yearly compensation of less 
than $3,000, may contribute up to 5 
per cent. of his earnings. The Com- 
pany adds 50 per cent. to the deposits. 
In case of withdrawal, where it is not 
required by death, old age or incapacity, 
the Company’s contribution remains in 
the fund for the benefit of the other 
depositors. The rate of interest earned 
is 5.382 per cent; including the tontine 
benefit above described, it is over 9 
per cent. Nearly 6,000, or more than 
half of the field force, are depositors, 
and their total fund is about a million 
and a quarter dollars. 


Duty to Policyholders. 

“3. The policyholders. The most 
important work of the Company for 
these is the nursing service. Cards 
are furnished to policyholders to for- 
ward to the district office in case of 
sickness. The agents, on their calls 
for premiums, look out for cases of 
sickness. The nurses visit the offices, 
receive the cards, interview the agents, 
and calls are promptly made. First 
aid is furnished, the patient is made 
comfortable, and where necessary the 
family physician is called, if there is 
one, or a dispensary or public physician 
interested where there is no ability to 
employ a doctor. The nurse then 
places herself under the direction of 
the physician and calls as often and 
stays as long as necessary.” 

Service to the Public. 

4. The wage-earning public. When 
you reflect that we have 11% millions 
of Industrial policies in force, of which 
about half a million are in Canada, 
you will realize that work done for 
the welfare of our policyholders is very 
directly and very extensively, and also 
indirectly, work done for the wage- 
earning public. And some of our 
activities have been beyond the circle 
cf policyholders. Surely the publica- 
tions of ,which I have spoken have 
reached the general public. Then, 
curing the last three years, we have 
had traveling exhibits at many county 
fairs in the United States and Canada 
--in 97 cities and towns in 1910 and 
82 in 1911. The exhibits are arranged 
for the instruction of the general public. 
Visitors to the fairs have received our 
health literature; illustrated post-cards; 
health drinking-cups; the pamphlets 
giving instruction on the care of babies; 
on milk; on house-flies; on open-air 
shacks; on sleeping in the open air; 
copies of the booklet “War upon Con- 
sumption”; the list of sanatoria; the 
book called “The Child,” and . others. 
At many fairs the exhibit included an 
emergency hospital, with one of our 
nurses in attendance. _ 
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"THE general agent is making a profit on every case 
you write. Why not make this extra commission 
yourself by working for the 


STANDARD LIFE 


OF PITTSBURGH? .. .. 


Policyholders are given a stock interest in the company 
by the guaranteed dividends on their policies. Our 
agents are saving money. 


Write FRANK A. WESLEY 


(Vice-President and Director of Agencies) 
for agent’s contract 


Home Office: THE JENKINS ARCADE BUILDING 
PITTSBURGH, PENNSYLVANIA 








RESERVE LOAN LIFE INSURANCE CO. 


Indianapolis, Ind. 


Assets $2,127,667.58 Liabilities -$1,891,363.65 
Surplus to Policyholders $236,303.93 
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BANKERS LIFE COMPANY 


DES MOINES, IOWA 
ERNEST E. CLARK, President 


Exceptional record during thirty-one years for 


Low Rate of Mortality Economy of Management © Prompt Payment of Claims 


For Territory Address 















ORGANIZED 1879 


Gross Assets over - - - - $18,200,000 
SIGMUND W. MEYERFELD, General Acent 
Phone, Cortland 1399 149 Broadway, Singer Bidg., New York & 
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The Great Western Life Insurance Company 


of Kansas City, Missouri 
GEORGE STEVENSON, Jr., President JAMES CHAPELLE, Secretary and Treasurer 


Every Policy of This Company is Secured by the Full Legal Reserve 
Deposited With the Insurance Department of the State of Missouri 


Desirable general agencies for men with records as producers. Address the Company 











WARNS AGAINST FRATERNAL. 
insurance Commissioner Palmer Issues 
Statement Concerning Order of 
Owls in Michigan. 


Frank D. Jackson, Pres. 


DISTRICT MANAGERS WANTED 
Mis- 


Sidney A. Foster, Sec. 








Territory in Pennsylvania, Ohio, 
souri and lowa 


ROYAL UNION 
Mutual Life Insurance Co. 


DES MOINES, IOWA 
DISTRICT MANAGERS WANTED 


As a result of the many complaints 
and inquiries received by the Michigan 
Insurance Department, Commissioner 
Palmer has issued a statement throw- 
ing all the light possible on the methods 
of the Order of Owls. The order is now 
being organized in nearly every city of 
any size in the State. Commissioner 
Palmer said: 

“The law of the State of Michigan 
prohibits the transaction of a life insur- 
ance business by individuals, associa- 
tions, firms or corporations except in a 
manner provided by said law. — a 


“That one important fact to be borne er : - 
in mind by one considering membership | COOD PLACES FOR 
MEN WHO WORK 


as a member of a local nest of Owls is 

that the Order of Owls does not autho- ne 
rize or provide for insurance, and can- 
not grant authority to a local nest to 
give insurance or any of its benefits, 
and any organizer who makes the repre- 
sentation that a proposed nest can pay 
benefits for death, sickness or accident 
without compliance with the laws of 
this State is making a false, misleading 
etatement.” 





Jas. T. Priestly, M. D. 


Carleton B. Pray 
T Medica! Directer 


reasurer 











—who produce applications and deliver 
policies—who are tireless premium collec- 
tors—whose capacity for service is genuinely 
large. A sixty-year old Company with new 
policies and reasonable rates. Plenty of 
roductive territory. 

UNION MUTUAL LIFE 
INSURANCE COMPANY 
PORTLAND, MAINE 
Frep E. Ricnarps, President 


“ ress snes E 2wes. Supt, 
The death of William G. Fischer, for} | ““" , ps woh pg eter 
nearly 27 years a director of the Fidel- — Eschonse Shap. Lee Angeles, Cal. 


ity Mutual Life, is announced. a 
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HINTS TO BUSINESS GETTERS 





It usually takes a life insur- 


The ance man a long time before 
Busy he gets confidence enough 
Man. to undertake big cases and 
especially to tackle big and 

busy men. This hesitancy is based ou 


a curious fallacy. The general idea is 
that the big man is too busy to get to 
and too busy to give life insurance any 
consideration, even if he is reached. 

There is a saying that if you want to 
get a thing done, turn it over to a busy 
man; the idea being that the only peo- 
ple who get things done are the busy 
ones, and the truth of it is demon- 
strated everywhere in business. 

As a matter of fact, the busy man is 
the best kind of prospect if properly 
approached. Make your life insurance 
talk a sound business proposition, such 
as you might take to a banker; state 
your case in a firm, business way that 
can be courteously accepted or re- 
jected, and all the terrors will disap- 
pear from the big man as a prospect. 

= a a 


A man who had once 


What of been a more or less 
Your Own prominent branch mana- 
insurance. ger for one of the big 


Eastern companies diéd 
recently, leaving no insurance, although 
he had insured thousands himself. This 
is about as poor a practice as could be 
imagined. If any agent has not a firm 
belief in the fundamental necessity of 
carrying an adequate volume of life in- 
surance, he should not remain in the 
business, for he will do it more harm 
than good. 


But the principal consideration from 
the standpoint of the agent is the great 
moral effect of the insurance that he 
carries himself. There is nothing that 
will carry so much conviction as for an 
agent to be able to say: “I have one 
of these policies myself and I wouldn't 
be without it.” 

2 s . 


S. W. Goss, vice-president! 


One Way of the Security Life of 
to State America, makes some 
the Case. strong agency talks and 


he has some excellent 
points in the following: 


“My dear sir, if you buy this policy 
you do not buy merely temporary pro- 
tection; you buy an estate. This policy 
is a piece of property and can be 
utilized as collateral, as can a corner 
lot or a farm. If you buy the 20-Pay 
Life, you enter into a contract with 
the Company to pay for your estate 
in twenty equal annual payments. No 
increase can be made in the amount 
ot each of the payments, and from 
the day you buy the policy, you have 
an estate of $1,000. If you make one 
payment and die, the remaining nine- 
teen payments are cancelled and your 
estate is clear for one thousand dollars. 
If you make two payments and die, the 
remainng eighteen are cancelled and 
your estate is clear for the one thou- 
sand dollars, and so on through the en- 
tire period of 20 years. Each day you 
have to your credit an estate of one 
thousand dollars and your death can- 
cels all unpaid installments. If you 
live to make the 20 payments, you will 
haev an estate of one thousand dollars 
fully paid for. You will have an abso- 
lutely clear title to the estate, for 
which you have paid about fifty cents on 
the dollar, and from that time on this 
estate is not taxable, involves no ex- 
pense, requires no further attention 
and will take none of your time, 

“Can you think of an estate in ary 
other form that you can buy under 
such favorable terms? 

“The fact is, my dear sir, that up to 
@ certain amount a life insurance policy 
is the best investment any man can 
make. 

“That amount varies according to the 
circumstances of the individual. For 
some, the life policy is the best in- 


vestment to the extent of their entire 
savings. With others the amount 
would vary according to the funds 
necessary for the financing of various 
lines of business. 


“A life insurance investment is the 
best a man can make because for a 
small amount of money a good sized 
estate is created which is sure for the 
full amount from the day that the 
initial investment is made. With any 
other form of investment in order to 
realize the largest profits, time is 
necessary. One year, two years, three, 
five, ten are required to carry out and 
mature the plans. A man says: ‘If 1 
live one year, two years, three or five, 
as the case may be, and my program 
goes through as I have planned, I shall 
realize great profit. That is, your 
plans must move on to their consum- 
mation without a slip—and you must 
continue to live. You admit two con- 
tingencies. If either should happen 
there would in all probability be no 
profit; there would be a loss. ‘Now, 
if you live, you may or may not de 
able with your knowledge and skill and 
ability to carry out your plans; some 
of the cross currents that now and 
then sweep over the business world 
may wreck your enterprises. 


“If your life should suddenly end, 
what would happen to your plans? 
And do you not see that this really 
vital element—your life—is the posses- 
sion that you hold with the greatest 
insecurity? ‘The one thing that is 
necessary, as you say, to bring your 
p!ans to a successful conclusion is the 
thing over which you have absolutely 
no control. That, my dear sir, is the 
one fact that a man should never for 
set. And if in making plans for the 
welfare of your family, you fail to take 
into acceunt the certain fact of the un- 
certainty of life, are you not really 
taking chances that no man should 
take in view of the sacred interests 
that are involved? Indeed, sir, is the 
ran who makes investments without 
taking into account the uncertainty of 
life anything but foolish? Now, it is 
right at this point that a life insurance 
investment is superior to any other 
fer, here the time element is elimi 
nated. As soon as the policy is in 
your possession, you do not need to 
say: ‘If my plans are successful I 
shall have an estate of $5,000, or, if 1 
live one year or two years or five, I 
expect to have an estate of $5,000’— 
but you can say: ‘I have an estate of 
$5,000.’ As far as the value and safety 
of this estate is concerned it does not 
matter an iota whether you live an- 
other year or month or even a day. 
Though you have made but a sma!l 
initial payment of say, $150, if you 
should not live another day; if your 
death should occur in the midst of a 
financial panic, the estate is worth iu 
cash $5,000. 

“Death cannot break your plans or 
defeat your desire and purpose to leave 
an estate to your family. You remove 
all contingencies and defeat death, 
and there is no other kind of invesi- 
ment through which this can be done. 


“Some other form of an estate may 
be beyond your reach, but this you can 
have, and because life is uncertain and 
you do not, with any certainty, know 
that you can buy this estate to- 
morrow, or next month, you should cer- 
tainly close this ‘business to-day.” 


. . 
J. F. Wellington, agency 
Advice director of the Great 
for New Southern Life of Houston, 
Agents. Texas, says in regard to 


the new agent: 

“With the passing years the profes- 
sion of life insurance becomes more 
and more attractive to young men who 
desire to make a high-class connection 
that will be pleasant, profitable and 
permanent. All other professions re- 


quire years of study and preparation 








before financial returns can be hoped 
for. It requires just as much time and 
study to become proficient in life in- 
surance ag in any other profession, but 
you study in the school of experience 
and obtain your knowledge by actual 
contact with the public. Students in 
the primary class of the life insurance 
school often make more money thaa 
lawyers or physicians who have been 
graduates for many years. Just be- 
cause you can make money at the foot 
of the class is no reason why you 
should remain there. The world is 
hungry for leaders. 

“Any old horse can start in a race. 
Only the good ones stay to the finish. 
Any kind of a man can get hold of an 
agency contract and a rate book. Only 
the best of them secure the applica- 
tions and finish inside of the money. 

“A watch without a mainspring has 
no value as a timepiece. Ambition is 
the mainspring of the mind. A man 
without ambition is a piece of physical 
and mental junk, of no value to himself 
or to the world. 

“It should be the aim of every man 
who devotes his entire time to the 
interests of the Great Southern to 
place his name on the roll of honor 
every month. As the list is limited 
to twenty names it requires far more 
than average ability to secure this 
much-desired honor. According to Web- 
ster ‘ability’ means ‘a state of bodily 
or mental strength.’ In life insurance 
work it is not the brilliancy of your 
physical or mental attainments that 
count. It is the disposition and the 
will power to steadily apply the talents 
that you possess that will win you the 
most victories. A skyrocket atttracts 
more attention than a tallow candle, 
but it accomplishes nothing. 

“Ambition is a better producer than 
brains. The man of average attain- 
ments who is actuated by ambition 
climbs higher up the ladder of pros- 
perity than the brilliant individual who 
lacks the power of steady application. 
The desire to be recognized as a leader 
and the will power to labor unceasing- 
ly toward the accomplishment of that 
end has made more sales than all the 
technical knowledge ever possessed by 
any one man. 


“The men who accomplish the most 
are those who attempt the most. The 
first quarter of 1912 is a matter of 
record. Our production during that. 
period of $2,201,611 is $215,000 in ex- 
cess of the same three months last 
year. If you hold this increase through- 
out the year it will mean more money 
and more honor for yourselves and 
more success for the Great Southern. 


“Ambition is the leaven in the loaf 
of leadership. It is the elevator that 
lifts you from the level of mediocrity 
to the plane of prominence. It is the 
motive power that drags you out of the 
ruck of failure into the sunshine of 
success. It is the stimulant that keeps 
your river of life from becoming stag- 
nant. It is the magnet that irresistibly 
draws you toward the top of the class. 
It is the ‘whip of scorpions’ that lashes 
your tortured soul to greater effort and 
prevents you from falling by the way- 
side. It is the seed of wisdom, the 
plant of attainment and the flower of 
future greatness. 





Home Life's 
Prosperous 


Year 


—The fifty-second annual statement of the 
Home Life Insurance Co., of which George 
E. Ide is President, shows that the company 
has enjoyed a most prosperous year in every 
department. The insurance in force on De- 
cember 31, 1911 was $105,047,760, against 
$100,214,968 December 31, 1910—a gain of 
$4,832,792 for the twelve months. Total assets 
of the company are reported at $26,377,420 
as compared with $25,025,299 on December 
31, 1910—the increase for the year thus 
amounting to $1,352,121. After the pay- 
ment of death claims, matured Endowments, 
&c., of $2,810,000, which also includes divi- 
dends to policyholders (more than $484,000), 
and after the addition of over $1,088,000 to 
the reserve fund, the surplus is increased by 
$68,882, and is now $1,863,494, over and 
above the sum of $2,435,269 which is re- 
served for deferred dividends.— 
“The Com’cl & Fin’cl Chron.” 1-27-12, 





For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y. 








THE 
DUPLEX IDEA 


Is the Latest Insurance Discovery 
The Duplex Policy 


Is 
A DOUBLE BARRELLED TWO IN ONE 
INSURANCE CONTRACT 
AN INNOVATION. BEATS COMPETITION. 
EXCLUSIVE. ATTRACTS. 
GETS INTERVIEWS. BRAND NEW. 


The Only Company Which Has It Is 


THE RELIANCE LIFE INSURANCE CO. 
OF PITTSBURGH 


WRITE FOR INFORMATION. 





























UNEXCELLED IN 
Favorable Mortality 


———{ 3D 
Economy of Management 
THE 


Provident Life 


anD Trust Company 


OF PHILADELPHIA 
Rates of Premium Extremely Low 
and still further reduced by 
Annual Dividends 
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JEFFERSON 
Standard Life Insurance Company 


HomeOffice: GREENSBORO, NORTH CAROLINA 
A progressive, conservative Southern Life Insurance 
Company 
Capital, Surplus, and Reserve - $1,053,474.15 
Insurance in Force - - - - - 11,115,942.00 
Liberal agency contracts and attractive policies. We can 
interest men of ability and energy 
WRITE FOR INFORMATION 

GEORGE A. GRIMSLEY, President 
CHAS. W. GOLD, Sec’y and Supt. Agencies 
P. D. GOLD, Jr., Vice-Pres. and Gen. Mer. 4 
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READING THE MAN 


By DANFORD M. BAKER, 





Vice-President Pacific Mutual Life Insurance Co., Los Angeles, Cal. 





In order to read a man correctly it 
is greatly to your advantage to know 
all you can about him before your first 
interview, because you cannot at that 
time ascertain the information you 
ought to have in order to enable you 
to talk to him intelligently and thus 
obtain a good interview. 

You ought to know where and how 
your prospect lives, approximate finan- 
cial worth or income, married or single, 
age, number and ages of children, in- 
cluding others who are dependent upou 
him. You also ought to know his 
habits, his religious, fraternal, political 
and club affiliations. If you know this 
much about the man, it will be very 
easy for you to ascertain the names of 
his close friends and associates. 

This information will make it possl- 
ble for you to secure an interview, and 
interviews are what you want most, 
because willing listeners, or, rather, J 
should say, willing talkers are pros- 
pects. By the way, let the prospect do 
the talking if he will. If you can get 
him to ask questions, half the battle is 
won, 

You should diagnose your man phys- 
ically the first thing, because it is use- 
less to waste your time on a case that 
will probably be declined. You can 
usually tell by the answers he makes 
to one or two questions, including the 
man’s general appearance. One of the 
first questions should be: “How much 
life insurance do you carry and when 
did you last apply?” If he has recently 
been accepted by one company, the 
chances are your company will accept 
him. If he looks good to you phys- 
ically, tell him so. Men like to be com- 
plimented in this respect. 

The first step is the most difficult— 
breaking the ice, so to speak, in such 
a way as to attract attention and in- 
terest is very important. If you can go 
to a man and say: “I know your friend 
Smith and have just insured his life,” 
it helps. He is very apt to be willing 
to talk about Smith. Probably he will 
teil you he needs it, etc., etc. Let him 
talk about anything he likes, looking 
for an opening to broach the real sub- 
ject in his case. 

If you have fortified yourself with 
information about the man as above 
suggested, you will be able to keep his 
attention and interest sufficiently long 
to ascertain his true attitude toward 
life insurance, 

Learn the Sign Language. 

There is a sign language composed 
oi many characters that spells much in 
the reading of men, and, like the letters 
of the alphabet, they make up words 
which to the man who understands 
the language is very plain. 

I desire to call your attention to just 
a few of these signs. The color and 
expression of the eyes means much to 
the close student of human nature, in 
fact, all the features and physical ex- 
pressions speak louder than words. 
The person with a long, thin nose, is 
very apt to be keen of intellect and un- 
usually shrewd; heavy jaws and long 
chin mean determination and courage. 
The shape and expression of the mouth 
suggests the disposition, oftentimes 
showing extreme sensitiveness, quick 
temper or kindness of heart. It is said 
that large ears suggest liberality. I 
have studied this feature and believe 
in its suggestion. 

While the physical features of a 
man’s make-up mean a great deal, his 
style of dress and conversation suggest 
even more to the keen observer. There 
is the strictly “up-to-date” man; the 
fellow who is conspicuous because of 
bis attention to every detail in the style 
of his clothes. He pays so much at- 


tention to his personal appearance that 
he has no time to improve his mind or 
for the consideration of others. 

Then, there is the sportily 
man, who wears a loud 


dressed 
vest, startling 





jewelry, etc., etc. He is apt to be a 
good-hearted fellow, but not very strong 
in character. 

Then, there is the sloveny man, who 
wears the celluloid collar and dirty 
shirt, unkempt hands, beard and hair, 
which usually means indifference to 
everything that’s good. 

Large men, physically, are usually of 
a happy disposition, and they are, as a 
rule, easy to approach. A man’s sur- 
roundings and business suggest much, 
even his occupation gives you an idea 
oft the kind of a man he is. Don’t 
waste your time on bartenders, hack 
drivers, manicures, quack doctora, 
quack lawyers, or fakirs of any kind. 
The general appearance of his office, or 
place of business, suggests in a way 
what sort of a fellow the owner is. 

A desk full of old yellow newspapers 
and unpaid bills has a meaning all its 
own. A Bible on a man’s desk suggests 
that he is perhaps a religious crana, 
while a deck of cards; or calendars of 
beautiful women, suggest other things. 
The location of a man’s office, or busi- 
ness, is significant. To illustrate: You 
are more apt to find a successful man 
located in the front office of a modern 
building than you are in the back office 
of an old building. They say every 
man has a hobby—find out what it is. 

I believe it is necessary in order to 
read a man correctly to study human 
nature and the habits of men. It is 
also necessary to be well versed in gen- 
eral and a close observer; to know the 
difference between a Bible and a city 
directory when you see one, a célinlofd 
collar and a linen one, a tailor-made 
suit of clothes and a hand-me-down, 
a ten-dollar desk and a hundred-dollar 
desk, a real diamond from a piece of 
glass and a gentleman’s driving horse 
from a dray horse. In other words, be an 
expert, and you cannot be this without 
giivng these questions a great deal of 
attention and study. 

There is another point I desire to 
bring out—“birds of a ‘feather flock to- 
gether.” Men are known by the com- 
pany they keep. Men in the same line 
of business or in the same professions 
are watching each other. Years ago 
they used to be jealous of each other's 
success, but the modern way of think- 
ing and acting is the coming together 
for the purpose of mutual profit. Men 
of about the same size and age are 
more apt to be chummy than men of 
different sizes and ages. Members of 
the same church, lodge, business or 
political organizations come together 
because they have the same common 
interests. 

It simply takes a little, hard, intelli- 
gent brain work to ascertain the finan- 
cial, moral, social and religious sffe of 
any individual, and, being in possession 
of these facts, together with your abil- 
ity to read men, it should be compara- 
tively easy to secure interviews on so 
vital a subject, and one in which all 
self-respecting men are interested. 





Fidelity Mutual’s Business. 





The paid new premiums of the Fidel- 
ity Mutual Life for July showed an in- 
crease of over 76 per cent. as compared 
with the similar month of 1911. There 
was an increase of 20 per cent. in is- 
sued business and 61 per cent. in paid 
business. The number of lapsed poli- 
cies for the month was 25 less than for 
July, 1911 

The net increase in insurance in 
force from January 1 to August 1 was 
45 per cent. greater than during the 
same period of last year. 





O. S. Carlton, vice-president of the 
Great Southern Life of Texas, has been 
enjoying a well-earned vacation at 
White Sulphur Springs, W. Va. .A gain 
of some twelve to fifteen pounds in 
flesh and a ruddy complexion, indicate 
the physical benefit experienced. 








NATIONAL FRATERNAL CONGRESS 





Mobile Bill Principal Matter for Con- 
sideration at Convention Opened 
Yesterday. 





The National Fraternal Congress 
opened its annual convention at Mack- 
inac Island, Mich., yesterday. Probably 
the most important matter to be dis- 
cussed is that which pertains to legis- 
lation, especially in regard to the ade- 
quacy of rates charged by fraternal 
benefit societies. A large number of 
States have already enacted into law 
the “Mobile Bill” prepared by the insur- 
ance commissioners’ convention two 
years 2go and which is favored by the 
great majority of fraternal societies. 
Several amendments were recommend- 
ed by the commissioners at their recent 
meeting at Spokane, Wash., and these 
will be considered by the National 
Fraternal Congress. 


The membership of this Congress is 
said to have increased fifty thousand 
during the past year. The officers are: 
D. P. Markey, supreme commander 
Knights of the Maccabee of the World, 
president; J. D. Clark, Dayton, O., 
supreme vice chief ranger Independent 
Order of Forresters, vice-president; 
Charles E. Piper, supreme scribe 
Royal league, Chicago, Ill.; chairman 
committee on statutory legislation, and 
C. A. Gower, Lansing, Mich., secretary- 
treasurer. 





Hodge Wilson, agency director, will 
have charge of the interests of the 
Great Southern Life (of Houston, 
Texas) in Arkansas, 














THE 
FIRST MUTUAL 


Chartered in America 


NEW ENGLAND 
MUTUAL LIFE 
INSURANCE CO. 


BOSTON, MASS. 


Operates on a full 3 per cent. Reserve 
under Massachusetts Law, and 
offers the very best possible 
security, with a safe, 
equitable contract 














FINANCIAL STATEMENT 
Assets Jan, 1,1912..... $58,440,118.63 
Liabilities... ........... 63,858,811.65 
Surplus 4,681,306.98 





Alfred D. Foster, President 
D. F. Appel, Vice-President 
J. A. Barbey, Secretary 
Wm. F. Davis, Asst. Secretary 
J. G. Wildman, Asst. Secretary 


EDWARD W. ALLEN, Manager 
0 Broadway, New York 


LATHROP E. BALDWIN, Manager 
141 Broadway, New York 


CHARLES H. STRAUSS, General Agent 
200 Fifth Avenue, New York 











CHARTERED 1848. 
JOSEPH A. DF BOER, President 


National Life Insurance Company 
MONTPELIER, VERMONT 


PURELY MUTUAL 
OSMAN D. CLARK, Secretary 


This strong company, with an established reputation for fair 
dealing and low cost but high grade service, issuing unsurpassed 
policy contracts and having the record of advancing dividend scales 
four times in the last four years, offers to the agent who knows 
and will act peculiar opportunities in field work. 

If interested, send for the Company’s sixty-second annual 
report. Correspondence solicited. 


EDWARD D. FIELD, Superintendent of Agencies 
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FRANK ORME, Sec’y and Treas. 


HOME OFFICE, ATLANTA, GEORGIA : 
WILMER L. MOORE, President 


HE Officers of the Com any must be com- 
plimented for their administration, which is 
wittiout reproach, and for the earnest desire 
they have ever displayed to conserve 
interests of the policy-holders.”’ 
Excerpt from the report of Mr. John F. Roache 
of New York City. official actuary for the 


the 


Insurance 
of Alabama. 
THIS COMPANY CLAIMS SUPPORT 
AND ENDORSEMENT OF THE PUB- 
LIC UPON ITS RECORD. 


The Southern States 
Life Insurance Co. 


OF ALABASIA 


Department of the State 


ROBT. F. MOORE, Agency Sec’y. 
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AN you write Life Insurance — 

AN you write Accident & Health Insurance— 

AN you write monthly 

Health Insurance—if the forms of contract 
are up-to-date and issued by a progressive Company 
with the Management behind the Agent ? 

If so, write Perry to-day. 


Life, Accident & 











8 


THE EASTERN 


UNDERWRITER 


August 29, 1912. 











REPUDIATE EXAMINATION. 
Commissioners Ask Nebraska Commis- 
sioner For More Information About 
Bankers Reserve. 








At the recent conyention of Insurance 
Commissioners at Spokane it was de- 
cided not to accept the report of the 
recent examination of the Bankers Re- 
serve Life of Omaha and Commissioner 
Barton of Nebraska was asked to fur- 
nish information desired by the com- 
missioners. Should this not be forth- 
coming it is proposed to proceed with 
an independent examination in which 
several States will join. 

The examination above referred to 
was placed in charge of Actuary Graham 
of the Illinois department, who refused 
to take charge of same, but it was sub- 
sequently completed. 





Fraternal to Raise Rates. 

Members of Ohio Class A, of the 
Tribesmen of Ben Hur, a fraternal or- 
ganization of Indianapolis, strenuously 
object to the proposed rate increase. 
The advance is in conformity with the 
recommendation of the Insurance Com- 
missioners Convention. 





DINES AGENCY MEN. 





Vice-President Wesendonck of Ger- 
mania Life, Meets Missouri and 
IMinois Producers. 





M. A. Wesendonck, second vice- 
president of the Germania Life of New 
York, executive in charge of the Com- 
pany’s agencies, who, with his assist- 
ant, T. Louis Hansen, is on his way to 
the Pacific Coast, tendered a banquet 
to the company’s managers in Eastern 
Missouri and Southwestern Illinois at 
Cicardis’ Garden, St. Louis, Monday of 
last week, at which the following were 
present: M. A. Wesendonck, T. Louis 
Hansen, Ad. Kleinecke, M. D.; H E. 
Markwort, M. D.; Hy. Kronsbein, F. A. 
Mounts, John K. Greif, L. A. Weil, 
Philip Becker, Henry F. Vogel, August 
Alberswerth, Arthur Niemeyer, Joseph 
W. Myers. 





Merit Rewarded. 





At a recent meeting of the executive 
committee of the Detroit Life, James 
D. Baty, former assistant secretary 
and treasurer of the company, was 
elected secretary and treasurer to suc- 
ceed A. E. Fisher, who recently re- 
signed. 

Mr. Baty has been with the company 
since organization and is thoroughly 
familiar with all the details of the Dusi- 
ness. He has made himself indis- 
pensable to the officers of the company, 
and his selection as secretary, is a weil- 
merited promotion. 





Club Convention. 





The Club convention of the Fidelity 
Mutual will open for its first session at 
the Bellevue-Stratford Hotel, Philadel- 


phia (the Club headquarters), on Wed-: 


nesday morning of next week, the ses- 
sions continuing through that day, 
Thursday and Friday. At noon on 
Friday, September 6, the entire party 
will go to the Hotel Strand, Atlantic 
City, for a three days’ pleasure outing. 





None. 
With bulging wheat, oats and other 
crops being harvested, and mighty corn 
and cotton crops in sight, and all kinds 
of manufacturers going at top speed, 
what excuse can « life insurance sales- 
man have for not making plenty of 
money?—The Weekly Bulletin, pub- 
lished by the Missouri State Life. 





Gem City’s New Officers. 





Differences that recently developed 


among the directors and stockholders 
of the Gem City Insurance Company 
were adjusted to-day, when, under the 


direction of State Insurance Commis- 
sioner E. H. Moore, a new Board of Di- 
rectors was unanimously chosen. The 
members of the old board tendered their 
resignations to Commissioner Moore 
about two weeks ago. The company’s 
finances are not impaired. 





STOPS BANKS AS AGENTS. 





Tennessee Insurance Department De- 
clares It To Be Illegal and Warns 
Bank Officers. 





Insurance Commissioner Taylor of 
Tennessee, is notifying all bank and 
trust companies throughout the State it 
is a violation of the resident agent’s 
law for them to receive commissions on 
insurance written by persons in their 
employ or their officers, who hold 
licenses as agents. The following letter 
addressed to the cashier of the Peoples 
Bank of Cleveland, Tenn., is similar to 
the communications being sent to all 
licensed agents connected with banks 
and trust companies: 

“Dear Sir—yYou are the holder of a 
license from this department to tran- 
sact the business of insurance in this 
State, and I have been reliably informed 
that the commissions growing out of 
the business are turned over to the 
Peoples Bank, of which you are cashier, 
and included in the receipts of said 
bank, 

“It is a violation of law for you to 
pay any part of your commissions to 
any one not a resident authorized agent, 
and the acceptance of these commis: 
sions by the bank renders it amenable 
to the law for engaging in the business 
of insurance without authority. 

“You are further informed that in a 
recent opinion from Attorney - General 
Cates, he holds that ‘a corporation can 
only exercise such powers as are con- 
ferred upon it by its charter and, unless 
their charter authorizes it to engage in 
the business of insurance, it has no au- 
thority to do so.’ 

“In a later opinion he says: ‘Whether 
a bank or trust company has the right 
to engage either directiy or indirectly 
ix the insurance business depends on 
the provisions of its charter.’ 

“This department holds that any bank 
or trust company having an insurance 
department and being the beneficiaries 
of any part of the commissions arising 
therefrom are engaged in the business 
of insurance, and it is apparent are vio- 
lating the terms of their charter unless 
said charter specifically provides for 
their engaging in such business.” 





May Drop Louisiana Bureau. 





The question of the legality of main- 
taining a bureau in Louisiana is en- 
gaging the attention of the companies 
as there is a general belief that it is 
prohibited under the new fire preven- 
tion law. If the present Louisiana Fire 
Prevention Bureau is dissolved, as is 
how proposed, each company will have 
to determine for itself what the basic 
cost of insurance is provided in the 
law. 





Dividend by Scranton Life. 

A quarterly dividend of 1% per cent. 
was declared last Thursday by the 
Scranton Life Insurance Company ot 
Scranton, Pa., placing the stock on a 
seven per cent. basis. The company has 
enjoyed a highly prosperous year, and 
the quarter just closed has been one of 
the most successful in its history. 





May Be Too “Cheap.” 





“Don’t measure the intrinsic value of 
your insurance by its cost. Cheap in- 
surance oftentimes turns out to be al- 
together too cheap to be good.”—From 
a recent bulletin by the Insurance Com- 
missioner of Maine. 





Albert H. Higgins, auditor of the 
John Hancock Mutual Life died last 
week, aged 74 years. 





OPPORTUNITY! 


The New York Agency of the Union Central Life Insurance Company, offers 
to a few life insurance men located in fields where production is limited, an 
opportunity to enter the business in New York City, the greatest insurance 
field in the country. Every facility will be given to ambitious and energetic 
men. 
Write to L. L. HOPKINS, General Manager 
1 Madison Avenue, New York City 








FEDERAL LIFE 


Insurance in Force $20,000,000.00 
Capital, Surplus and Reserv - 3,000,000.00 
An enterprising, progressive, 12 year old Life Insurance Company issuing all standard forms 
of term, non-participating, annual and deferred dividend policies. 
Accident and Health Department just being inaugurated. 
Exceptional. opportunities for men of ability desiring to form PERMANENT conneetions. 
If interested address 
ISAAC MILLER HAMILTON, President 
CHICAGO 











Georgia Life Insurance Company 
OF MACON, GA. 


W. E. SMALL, President 
CAPITAL $1,000,000 SURPLUS $500,000 
LIFE AND CASUALTY INSURANCE 


Perfect Protection at a Reasonable Cost Under Safe, Sane and Conservative 
Management. First Class Openings in bothBranches for PRODUCERS 


Address M. Y. Manley, Superintendent of Agencies 








FOUNDED 1868 


National Life Insurance Company 


Of the United States of America 


ALBERT M. JOHNSON Home Office: 
President National Life Bidg., Chicago 


THE COMPANY THAT GIVES AGENTS EVERY CONSIDERATION 





attractive issued. 
Address all communications to ROBERT D. LAY, Secretary 








CHICAGO’S OLDEST AND STRONGEST COMPANY 








UNITED STATES ANNUITY AND LIFE INSURANCE COMPANY, CHICAGO, 


OVER EIGHTY PER CENT 


of the Premium Income received in 1910, renewed in 
1911. Business that stays and pays is best for the 
agent and the Company. A clear,fair policy contract 
-accomplishes this. 

WRITE HOME OFFICE FOR AGENCY 











WILLIAM T. SMITH, SECRETARY 
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| ANNUITY AND LIFE INSURANCE COMPANY, CHICAGO, ILLINOIS, U. &. A+ 








MICHIGAN 
STATE LIFE a 


DETROIT 
HARTFORD, CONN. 


FREDERIC APPS, President 
We Want PAYS TOP FIGURE COM- 
MISSIONS UNDER DIRECT 
ONE SPECIAL MAN RENEWAL CONTRACTS. 


in What Do You Want? 
O H I Oo Where Can You Work? 


and ONE in SEE IF WE CAN SATISFY 


YOU 
DETROIT, MICHIGAN 


Non-Participating 
Address HOWARD O. WADE, 


and Participating 
SUPERINTENDENT OF AGENCIES NEWEST FORMS 
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HOW TO REDUCE LAPSES. 





I think it was Oliver Wendell Holmes 
who, when asked at what time the 
education of a child should begin, re- 
plied, “Before it is born. And so the 
best way to reduce lapses is before 
the business is written. In other 
words, sell it right and lapses will be 
cut in two. This is proven by the fact 
that two agents in the same office, wit 
debits in the same neighborhood (con- 
sequently covering the same class 
people), one will show business with a 
high grade of persistency, while the 
other will have a low quality—due 
solely to the difference in selling the 
business. 

Business is usually lapsed for one 
of four causes: ‘“Misrepresentation,” 
“don’t need the insurance,” “lack of 
attention by the agent” and “financial 
stress.” 

Needless to say, the first three 
causes can ke overcome by the ageni 
and the assistant superintendent. The 
first one should never exist; no agent 
has any right or any need to misrepre- 
sent a policy to sell it, as the policy 
(whatever kind it may be), when prop- 
erly explained, commends itself. When 
business is reported for lapse, and the 
cause is given as “Don’t need the in- 
surance,” have a heart-to-heart talk 
with the husband and wife; show that 
the richest men carry life insurance 
as a protection to their families, and 
that all families need the money ix 
time of death which life insurance 
provides. 

Lack of attention and careless treat- 
ment cause many policies to lapse. 
The remedy for this is easily under th> 
agent’s control. Punctuality in collect- 
ing, a cheery salutation, and tactfully 
speaking about the value of life insur- 
ance will do wonders toward making 
the business solid. 

Policies reported for lapse on ac- 
count of lack of funds would seem to 
be the hardest business to save. With 
the exception of a few extreme cases, 
however, collections can be made 
through the kindly sympathetic atten- 
tion of the agent, who should point 
out to the insured that their policies 
are all they have to depend upon in 
their hour of extreme need. 

In closing, we would suggest that the 
assistant superintedent make it a rule 
to call every week upon the holders of 
new policies placed by his agents. By 
systematically arranging his calls, It 
will add but little to his work. In fact. 
it will save him work, as he wiil 
strengthen the business and save many 
a lapse of policy and of agent.—E. J. 
Pritchard, superintendent The Pruden- 
tial, Philadelphia. 





CASH SETTLEMENT. 





Of course, everybody knows that i: 
is the best plan to get the cash, or its 
equivalent when the application is 
signed. Tons of printed matter have 
been sent to agents urging them along 
this line. Why should it be necessary 
to talk to the agent thusly? Don’t he 
know that it is only money that counts? 
Yea, verily. 

But there is another side to the sub- 
ject. Lots of them are lacking in back- 
bone when it comes to bringing a man 
down to cash in a transaction like life 
insurance. Why allow our fears to 
overcome us in the money question? 
We are afraid that a persistent cali 
for settlement might make the appli- 
cant throw up the trade. Well, some- 
times a man will quit when he is urged 
too strongly for money before he gets 
his policy. 

On the other hand, if the right sort 
of diplomacy be used the money can 
often be secured upon the basis of a 
business proposition. Why should not 
life insurance be a cash transaction? 

Why should not a man who has been 
worked up to the point of signing the 
application be in prime position for 


cienhaiaen the case by ‘ibing satin 
ment on the spot? That is the time 
when the iron is hot, and that is the 
time when the shrewd, diplomatic 
agent will get in his work and collect. 


Not only does an agent save an im- 
mense amount of time by getting settle 
ment along with the application, but 
he, by that stroke, gets entirely away 
from the possibility of having to do 
the work over again and maybe lose 
out after all. 


There are some agents who invari- 
ably get settlements with the applica- 
tions, while there are others who rare- 
ly do so, showing that the question ‘s 
up to the man who writes the business. 
And, therefore, it is that companies 
are eternally hammering at agents to 
use more diligence in getting the 
money, or its equivalent, when the ap- 
plication is signed.—International Life- 
man, 





How to Collect Debit. 





Make as many calls as possible on 
Monday. The large majority of our 
people are paid on Saturday, and it 
stands to reason that the sooner you 
call upon your policyholder after that 
time the more likely you are to make 
a good collection. 

Do not wait until 1.30 or 2 o’clock to 
start on the afternoon debit. I start at 
12.30 or 12.45 and have the greater part 
of the afternoon debit collected before 
the housewife goes out. 

Keep your debit concentrated. Don’t 
go a mile or so off your debit to collect 
a 50-cent premium because it’s good 
pay, and in the meanwhile allow several 
cther families to fall in arrears. You 
need not fear transferring good pays. 

Be courteous and polite to your pol- 
icyholders, but at the same time be 
firm with them. Your people will soon 
get wise to the fact that when you call 
you want the money. You will, in con 
sequence, have but few back calls. 

By following these plans you will, be- 
fore long, have very little, if any, busi- 
ness on your books four weeks in ar- 
rears.—-The Prudential Record. 





Certain things are neces- 
Things sary before a man can get 
to Keep life insurance. 
in Mind. 1. He must be morally 
and physically fit. 
2. He must be financially able to 
pay the premium. 
3. His occupation and his surround. 
ings must be satisfactory to the com- 


pany. 

All these things every agent should 
know, and he should cultivate his pros- 
pect so thoroughly before he submits 
the application to the company as to 
form a pretty correct idea as to 
whether or not the prospective appli- 
cant can get insurance. He can be 
practically certain of all these points, 
with the exception of the man’s physi- 
cal condition, and he can make a pretty 
shrewd guess at that, but we cannot 
always in advance agree with the 
medical department. The agent is 
merely wasting time who takes an ap- 
plication from a person who is so de- 
ficient in any of the essentials that he 
cannot expect to get insurance. 

All of which means: Don’t waste 
valuable time, energy and gray matter 
on people who are clearly uninsurable 
If a man’s occupation affects his 
rating, quote him the proper rate at 
the beginning. In addition to being 
careful in your selection of risks, be 
thorough in your part of the work. 
Give the company the benefit of all 
material facts that affect the case. 
Prepare your case with the same care 
and attention to details that a lawyer 
would use in presenting his case to the 
court. See that all papers are properly 
and fully made out. Assist the home 
office in every way possible. Ih help. 
ing the company you help yourself. 
Above all, train yourself to realize that 




















THE 








METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 
(Stock Company) 


Of the People 
The Company By the People 
For the People 


The Daily Average of the Company’s 
Business during 1911 was: 


526 per day in;Number of Claims Paid. 


6,432 per day in Number of Policies 
Issued and Revived. 

$1,524,268 fper day in New Insurance 
Issued and Revived. 

$233,386.44 per day in Payments to 
Policyholders and Addition to Re- 
serve. 

$128,468.73 
Assets. 


per day in Increase of 


JOHN R. HEGEMAN President 








J. G. WALKER, President 
T. WM. PEMBERTON, Ist Vice-President 


Home Office - - 


Southern Life 


. ° o ° 
The Life Insurance Company of Virginia 
ORGANIZED 1871 

RICHMOND, VIRGINIA 

OLDEST - LARGEST - STRONGEST 

Insurance 

The PIONEER Southern Industrial Life Insurance Company 
Its Policies are clear and definite in their provisions and their values are absolutely 


guaranteed 
I -.. . : ctukdillen suniedescussotin EE BE ci ccactsbivsvnisdnsss $7,378,967.24 
Nua areseaiepaministea ieee SE Hh. MEE Roseccnccecatveevedeoce 5,975,285.33 
Papital and +o Ca er ae December 31, 13H Ditisbaatkeehemanemodsian 1,403,681.91 


W. L. T. ROGERSON, 2nd Vice-President 
E. D. HARRIS, Secretary 


Company 


78,499,874.00 
11,859,251.74 











LIFE INSURANCE COMPANY 


OF BOSTON MASSACHUGETTS 
GOOD AGENCY CONTRACTS TO GOOD AGENTS 
APPLY TO HOME OFFICE, 178 DEVONSHIRE ST., BOSTON 








OR TO 
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T he Western and Southern J_jife Insurance Company 


The Largest Industrial Company West of the Alleghenies 
Issues All Standard Forms of Ordinary $500 to $10,000 
PROGRESS BY FIVE-YEAR PERIODS 


Year Assets Income Amt. Insurance 
1894 137,825.64 188,250.00 3,691,843 
1899 407,217.00 524,219.00 10,881,961 

1904 1,074,653.73 1,139,326.96 25,715,285 


1909 4,869,882.22 2,103,595.89 44,780,907 
2,693,267 49,245,028 
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a prospect is not a policyholder; that 
ab application does not necessarily 
mean paid business, and that paid bus!- 
ness is the only business on which you 
can possibly make any money.—The 
Prudential Record. 





To Test Georgia Law. 





The new insurance revision law of 
Georgia will be tested in a suit against 
the American Life & Annuity Co. 
brought by Frank W. Leonard which is 





before the Seontin Court at Atlanta. 
Mr. Leonard contends that he has a 
contract for the writing of what the 
iaw terms “special contracts,” and 
which it forbids. Leonard contends that 
the company is bound by its agreement 
with him, and it will answer that it is 
forbidden by the law of the State to 
permit the writing of the contract 
specified. The suit comes up in the 
shape of an application for injunction. 
and will be heard by the Superior Court 
September 2, 





| 
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PATCHING THE STRUCTURE. 





In our issue of this week appears an 
article in reference to the embarrassing 
position in which the Royal Arcanum 
finds itself. Operated on a false and un- 
sound basis, the association grew to an 
enormous size and had it not been for 
the fact that a “reckoning day” came, 
its chief staff would no doubt have been 
able to boast of insurance in force ag- 
gregating a billion dollars at the present 
time; as it is the order has less than 
half that amount. 

In the campaign for new members, 
assurances were given that assessments 
would not increase, either as to number 
or in the amount. This “assurance” 
howeve. was not the kind that assures. 
The association was confronted with the 
problem of obtaining more revenue in 
order to meet increasing demands and 
liabilities; in other words the average 
death rate asserted itself. With the 
readjustment of rates came a loss in 
membership, and, as is ever the case, 
the selection was against the society 
which brought about a further substan- 
tial increase in the mortality. Again 
a readjustment must be made, with the 
same experience as above referred to. 

The net result has been a loss of over 
$200,000,000 in outstanding insurance 
and it is believed, with the great prob- 
lems confronting the association still 
unsolved. It is contended by experts 
that a table of rates based upon the 
society’s own experience is likely to be 
found unscientific and unsafe, because 
the experience has been too narrow to 
afford a proper average. 

If such should prove to be the case, 
the Royal Arcanum will be in the posi- 
tion of having made desperate attempts 
to “patch up a structure,” ‘which is still 
not in position to weather the storm. 





TEXAS RATE SITUATION. 





There has developed an interesting 
situation in Texas over the matter of 
fire insurance rates. The Texas State 


Insurance Board has been pictured as 
refusing to lower the rates in the face 
of petitions from the home companies 
to do so and while one municipality has 
brought suit to force a reduction, all 
the tangible evidence that has been 
forthcoming and on which the board 


must base its action on the relative ade- 
quacy of a rate, fails to sustain the 
charge that the rates are confiscatory 
and unwarranted. Those who depend on 
the reports coming from Texas for in- 
formation on the situation there can 
only be confused by the numerous and 
various statements attributed to per- 
sons active in the controversy, but one 
thing seems plain—the State insurance 
board means to get at the root of the 
rate question and refuses to be swayed 
by the’ factional or sectional interests 
or differences. 

If the board will study the situation 
as it now seems inclined to do, it will 
discover that the enormous profits in 
fire underwriting are to be found chiefly 
in promotion literature. Last year 
there were twenty-three stock fire insur- 
ance companies that retired from the 
business by merger, reinsurance or re- 
ceivership. In all but one or two cases 
the retirement was accomplished at a 
great loss to the stockholders. 





CURTAIL APPOINTMENTS. 





Multiple Agencies Held by Washington 
Locals Largely Responsible 
for Rebating. 





In their campaign against rebating 
the local agents of Washington hold the 
too free appointment of solicitors one of 
the chief causes of the evil and are 
seeking remedial legislation. 

In reviewing the situation with re 
spect to rebating in his State, E. L. 
Ensign, secretary of the Washington 
State Association of Local Fire Insur- 
anee Agents addressing President N. 
Adair, of the California State Associa- 
tion of Local Fire Insurance Agents, 
under late date, said: 

“Your communication of the 23d inst. 
in re Washington State rating laws re- 
ceived, and in reply will state about 
two years ago, while the Insurance Code 
Commission was devising what is known 
as the insurance code, they called upon 
the various local associations in the 
State, principally Seattle, Tacoma and 
Spokane, to make recommendations to 
them as to what these associations 
wanted incorporated in the laws. Will 
state that the reason for calling upon 
the local associations was that the 
State association was not at that time 
in existence, having been organized No- 
vember 13, 1910. A legislative commit- 
tee was appointed by each of the three 
local associations mentioned and recom- 
mendations made to the Code Commis- 
sion after the three associations had got 
together and agreed among themselves 
as to the necessary laws. 

“Among the things asked for was the 
limitation of agents, but the Insurance 
Code Commission would not grant this. 
Another recommendation made by the 
local associations was to curtail the nu- 
merous solicitors and eliminate the pet- 
ty brokers by requiring brokers to pay 
an annual fee of one hundred dollars. 
This was requested by the local associa- 
tions and was incorporated in the code, 
but some agencies have been getting 
around this law by appointing solicit- 
ors for their offices, as the code pro- 
vides that an agent must be licensed 
through an application made by the 
company, and a_ solicitor licensed 
through an application made by the 
agency by whom he is employed. As an 
illustration of the numerous appoint- 
ments of sclicitors, [ am enclosing here- 
with a list of the agents in the city 
of Spokane, taken on June 23d from the 
records of the insurance commissioner, 
we having made an arrangement with 
an employe in his office to advise 
promptly of appointments. 

We have in some instances had 

(Continued on page 165.) 


DETROIT CONFERENCE MEETS 


PROGRAM OF WIDE INTEREST. 








Twenty-Eighth Gonvention Opened at 
Hotel Tuller Yesterday—Program 
in Detail. 





The Detroit Conference opened its 
twenty-eighth convention at the Hotel 
Tuller, Detroit yesterday with a good 
attendance and a program of wide in- 
terest covering three days including 
Friday. President H. G. B. Alexander, 
president of the Continental Casualty 
Co. presided. 

The first business session was given 
over largely to the reports of the secre- 
tary, treasurer, the Agency Bureau 
Committee by Chairman R. R. Koch and 
the Special Claim Committee by F. S. 
Dewey, chairman. Grievance Commit- 
tee, H. A. Behrens, chairman. 

There were addresses by A. J. Simp- 
son, president of the American Miners 
Accident Association who spoke on 
“The Relationship Between the Stock 
and Mutual Companies in the Detroit 
Conference and the Relationship that 
Should Exist.” C. O. Piper, manager 
of the Health and Accident Department, 
of the Guaranty Life on “Conditions of 
the Accident Insurance Field in the 
Middle West” and by Chauncey S. 8. 
Miller, assistant to the president of the 
Continental Casualty Co. on “Concen- 
trating the Work of Education.” 

President Aiexander’s Address. 

In his address President H. G. B. 
Alexander said in part: 

“It seems to your president, that it 
is our immediate duty, aye, and privi- 
lege, to broaden and intensify the scope 
of our endeavors. All over this country 
the need of pushing, systematizing the 
education of insurance company officers, 
insurance agents, State insurance offi- 
cials and legislators, has been recog- 
nized by the organizations represent- 
iug those great divisions of this busi- 
ness of ours classified as life insurance, 
fire insurance and casualty insurance. 


“Our needs in that respect are patent 
and concrete. The Fire companies’ 
organizations are busily at work. The 
Association of Life Insurance Presidents 
has done excellent work and two weeks 
ago, at the Old Point Comfort Con- 
vention, the International Association 
of Casualty & Surety Underwriters 
took a very significant step forward, 
by unanimously voting to enlarge the 
scope of the Bureau of Publicity, by 
providing for the enlargement of the 
governing committee of the Bureau and 
arranging ‘to gather and collate facts 
bearing upon the general subject of 
Insurance Education; to conduct an 
educational campaign; to furnish the 
public and its members such informa- 
tion as will be both in the public 
interest and promote the cause of 
insurance as a system; to co-operate 
with other bureaus, civic organizations, 
etc.; to organize agents, etc., and to 
provide the necessary funds at a rate 
not exceeding one-tenth of one per cent. 
(1-10 of 1%) of the net cash premiums 
collected by the companies in the pre- 
vious calendar year.’ 

“It seems to me that it is our most 
obvious duty to do our share in this 
sreat and pressing work. We have 
heard the invitation of the State In- 
surance Commissioners to help in the 
work of Popular Insurance Education 
and have been positively assured at our 
last mid-winter convention, by one of 
them that all sums set forth in our 
annual statements as contributions to 
the work of Popular Insurance Educa- 
tion, will receive no word of criticism 
nor aught but praise. 

“Is there any phase of insurance 
to-day that more closely touches the 
men and women of this country, than 
ours? Life and fire insurance are older 
and hence more familiar forms of 
human protection; ours is the most 
personal and individual of all. Our- 
selves, our agents, our patrons and the 
members of the various law-making 

Continued on page 17.) 
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OF PERSONAL INTEREST 


Next month President Elbridge G. 
Snow, of the Home, of New York, will 
have completed fifty years of service 
with the company. Those were fifty full 
and active years, not only for Mr. Snow, 
but for the Home and the whole fire 
insurance business. What a glorious 
thing it must be to have concentrated 
for fifty years on one line of effort, to 
have shaped the way for the advance of 
a great business and played a leading 
part in the development of an institu- 
tion like the “Home” that has an in- 
fluence that extends throughout the 
land. The “Home” has been a promi- 
nent company for many years, but it 
has made its greatest advance under 
President Snow. Few executives have 
the intimate grasp on the affairs of their 
company that Mr. Snow has. He can 
tell you at any moment just how things 
are going, what the loss experience is, in 
any section or in any department of the 
company. He knows all of his men and 
just what their capabilities are. He in- 
spires enthusiasm in others and the 
Home always gets the best there is in 
its men because they feel that Presi- 
dent Snow knows when they are doing 
good work; and he does. The only thing 
imaginable that would be better than a 
service like that covering fifty years, 
would be another fifty! 











The United States Government has 
protested to the Cuban State Depart- 
ment against the recently passed Em- 
ployers Liability bill asserting that the 
United States would regret to see any 
law enacted which would interfere with 
American insurance companies doing 
business in Cuba. 

The measure in question amounts to 
a government monopoly and provides 
that employers must insure their em- 
ployes in a corporation which is to be 
formed for that purpose. It is said that 
President Gomez will in all probability 
veto the bill. 





Certificate of Deposit. 





A bank which issues to its customer 
a certificate of deposit in his favor as 
guardian, the funds for which he se- 
cures from individual sources and from 
a lo by it on collateral furnished by 
him ‘individually, which certificate he 
needs to make good a defalcation in 
his guardian’s account, in order to 
secure a surety on his guardian’s bond, 
is held in United States Fidelity & G. 
Co. vs. Adoue (Tex.) 37 L.R.A.(N.S.) 
409, to be charged with notice that he 
thereby devotes the funds to use of his 
ward, and to be liable to the estate in 
case it accepts a surrender of the cer- 
tificate, returns the funds represented 
by it to their original sources, and sur- 
renders the collateral, although it had 
no notice of the defalcation and acted 
in good faith in the transaction. 





Cloud Appointed Casualty Manager. 





Chester M. Cloud, associate manager 
with Thomas L. Jett of the Casualty 
department of the New York branch of 
the Fidelity & Deposit has been appoint- 
ed sole manager with supervision over 
all the casualty business of the com- 
pany in this territory. It is only a few 
weeks ago that Mr. Cloud was raised 
from assistant manager cf this depart- 
ment to associate manager. Mr. Cloud 
has been with the company since 1910. 
Mr. Jett will devote his attention to 
the agency business under the jurisdic- 
tion of the New York office. 





Given General Agency of French Com- 
panies. 





The Washington and Oregon general 
agency for the National Fire and the 
Union Fire, both of Paris, France, has 
been given to Seeley & Company of 
Seattle. 
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COMMENDS GEORGIA LAW 


WILL RAISE AGENCY STANDARD. 





Thomas Egleston of Hartford Fire Says 
Constructive Legislation 
is Needed. 





Thomas Egleston of the Hartford 
Fire Insurance Company says regarding 
the Georgia general insurance bill, re- 
cently passed by the State Legislature: 

“It has been generally recognized for 
a number of years that the insurance 
laws as applied to fire insurance were 
inadequate in many particulars and 
called for a general revision. The con- 
ditions have frequently been the sub- 
ject of recommendations to various leg- 
islatures by Hon. William A. Wright, 
the insurance commissioner. While, in 
my opinion, the new law does not ly 
some respects go far enough, it is, in 
the main, constructive legislation, and 
considering the intricate nature of the 
fire insurance business, its provisions 
reflect the care and intelligence with 
which the commission handled the en- 
tire subject. 

“It seeks to raise the standard of 
agency representation, and the commis- 
sioner may refuse or revoke the license 
of any agent who cannot satisfy the 
commissioner as to his moral character 
and integrity. False representation as 
to the conditions of policies is punish- 
able as a misdemeanor. In line with 
the laws of many other States, and fol- 
lowing the general principle of prohib- 
iting discriminations of all character, 
the law makes it a misdemeanor for an 
agent or a property owner to give or 
receive a rebate. 

“One of the best provisions in the 
law is for the appointment of a fire 
marshal, who is required to investigate 
the origin of fires and especially aid in 
the prosecution of persons guilty of in- 
cendiarism or arson. If this office is 
efficiently administered, the fire waste 
in the State should be materially re- 
duced, and this would eventually re- 
sult in a reduction in the fire insurance 
rates. 

“Fortunately for the public, the leg- 
islature declined to pass an amendment 
which was offered to the general bill, 
which provided for a valued policy law 
on personal and real property. The 
Special Committee had this question un- 
der consideration and wisely decided 
that a valued policy law would work a 
serious burden to property owners. 
Only about 2 per cent. of all policyhold- 
ers sustain fire losses, and the rate 
of premium paid by the other 98 per 
cent. of the policyholders is dependent 
upon the amount of losses incurred by 
the 2 per cent. 

“It can readily be seen that a law 
which seeks to change a fire insurance 
policy from a contract of idemnity tc 
cne which compels a company to pay an 
amount of loss which the assured has 
not sustained, simply establishes a 
gambling contract and puts a premium 
upon incendiarism, and protects dis- 
honest claimants at the expense of the 
great mass of policyholders who do not 
have fires.” 





BIG GRAIN ELEVATOR BURNS. 





Loss at Cedar Rapids, lowa, Estimated 
at $42,000—Partly Covered by 
Insurance. 


Fire last Friday completely destroyea 
the Jackson Grain Company’s elevator 
at Cedar Rapids, Ia. But for the valiant 
and efficient work of the fire depart- 
ment in getting the fire under control 
the loss would have perhaps reached up 
near the million mark. For a while it 
looked ag though the Warfield-Pratt- 
Howell building containing approxi- 
mately a half million dollars worth of 


groceries and the Fay Brothers Lum- 


| 


ber company across the street with | 


over $100,000-worth of lumber would go 
as well, to say nothing of the big Mil- 
waukee freight house which was on fire 
a half dozen times. 


A half dozen sheds surrounding the | 
old elevator were burned, one of them) 
to the ground. But it is thought that' 


$30,000 will cover all the damage done 
to the elevator and the surrounding 


cheds, while $12,000 more will cover the | 


iosses of the individual exhibitors at 


the Wortham and Allen Carnival com-| 
pany. It is estimated that about $22,000) 


of insurance is carried upon the burned 
property. 


The fire emphasized to Fire Chief | 
Mohrbacker the need of more up-to-date | 
fire fighting apparatus, an opinion con- | 


curred in by the mayor and other gov- 
erning officials. 


INJUNCTION ASKED FOR. 





Louisville Agent Wants Local 
Enjoyed for Interfering with His 
Business. 





Following his suspension from the 
Louisville (Ky.) Board of Fire Under- 
writers, Charles H. Johnson, 


Board | 


repre- | 


sentative in that city of the Scottish | 


Union, has filed a petition in the Cir- 
cuit Court asking that the association 
be enjoined from interfering with his 
business in any way. He further asks 


that the board be restrained from at- | 


tempting to induce his company to can- 
cel his agency license. 

In addition to the local board all 
members thereof are made parties to 
the action by Mr. Johnson. Among 
those mentioned in the suit are: 
Howard W. Hunter, Milton C. Miller, 
Victor Scott, H. S. Robinson, E. S. 
Tachau and J. J. Barret. 
charges that the defendant board sus- 
pended him as a member and imposed 
a fine of $50 for the reason that he 
accepted the agency of the Scottish 
Union and National Insurance Com- 
pany when it had another agent in the 
city in the person of Victor Scott. He 
says the rules of the board are that no 
member shall accept the agency of a 


The plaintiff | 


company that has another agent in the | 


field who is a member of the board. 
This rule the plaintiff charges is in re- 
straint of trade and a combination to 
control business, which is illegal. 

He charges that a membership in the 
board has cost him $1,000, paid in mem- 
bership fees, which gives him valuable 
property rights in the board. 


The Twentieth Century Agent. 





The modern insurance agent is sup- 
posed to be something more than a 
mere solicitor. He must be conversant 


with the manifold details of his busi-| 


ness. 
technicalities of the forms and clauses 
in general use and must thoroughly un- 
derstand the requirements set forth in 
the standard policy. He must, for in- 
stance, know that an 80 per cent. clause 
is not an 80 per cent. loss clause and 
he must be sure that the policies he 
issues are not voided because of the 
lack of necessary permits. He should 
be reasonably conversant with the build- 
ing code and should possess at least a 
working knowledge of schedule rating. 
He should be familiar with the standing 
and record of the companies in his office 
and should have continually in mind the 
proper protection of the interests he 
represents, both those of his companies 
and of his clients. In short, the fire 
insurance agency business is no longer 
to be considered as a haven for incom- 
petents who have failed in other lines 
of effort or as a side issue for those 
whose main interest is given to some 
other business or profession. All hail 
the competent twentieth century agent. 
ee of the New Hampshire 
re. 


He must be able to explain the | 
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CONTINENTAL INSURANCE COMPANY 


OF NEW YORK 


A wise agent makes his strongest company 


to be the Continental. 


HENRY EVANS, President 


—— «ee 
——eee  o 


+ 


company is certain 


~ Western Office 
332 South La Salle St., Chicago 


‘—— = ee ee oe ee eee ees 
eee eee ee eee ee se 























OOOO Oe 
ee 








en 


Fidelity-Phenix Fire Insurance Company 
OF NEW YORK 





Ten thousand loyal agents prove the practical 
value of representing the Fidelity-Phenix 





Home Office 
80 Maiden Lane, New York 
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issued today. 





Home Office 
80 Maiden Lane, New York 
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“UNDERWRITERS 


OF NEW YORK 
| Backed by almost 
i sources, the Fidelity Underwriters 
policy is the strongest fire policy 
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Gross Combined Assets 
Policyholders’ Surplus 
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Western Office 
332 South La Salle St., Chicago 
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LAUNCHING FIRST NATIONAL. 





New Washington Fire Company to be 
Welcomed by Dinner on 
September 21. 





The officers and directors of the Com- 
mercial Fire and the First National 
Fire Insurance companies of Washing- 
ton, D. C., will give a dinner at the New 
Willard Hotel September 21 to welcome 
the advent into the insurance business 
of the First National. 

The dinner will be an informal one, 
serving primarily as the occasion for 
the gathering together and social inter- 
course of the general agents of. these 
companies, also affording an opportu- 
nity to become better acquainted with 
the officers, directors and friends of the 
two institutions. It is proposed to have 
in attendance several men prominent 
in the affairs of the Nation. 





DEFINE CONGESTED AREAS. 





Centers in Which the RelInsurance 
Bureau Will Not Write 


Agreed Upon. 





During his recent visit West, Howard 
De Mott, secretary of the Eastern 
Union, discussed with resident managers 
there located the plans of the Re- 
Insurance Bureau. It was agreed that 
the organization would refrain from 
writing in Chicago and St. Louis, and 
would also keep off business located in 
the conflagration centers of Milwaukee, 
Indianapolis, Cleveland, Detroit, Louis- 
ville and other large cities of the West, 
the accepted conflagration areas being 
those defined by the engineers of the 
National Board of Fire Underwriters. 





It is intended to make the Albany 
Grand theatre, to be erected at Albany, 
N. Y., absolutely fireproof. 
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BRIDGEPORT’S FIRE HAZARD 


ENGINEERS FILE THEIR REPORT. 








Protective Facilities Generally Com- 
mended—improvements 
Suggested. 





Detailed findings concerning the fire 
department of Bridgepert, Conn., and 
numerous valuable recommendations 
for improvement are noted in the re- 
port of the committee on fire preven- 
tien, National Board of: Fire Under- 
writers, just issued. Numerous ways 
in which the service can be improved 
are cited. The investigation, upon 
which the report is based, was made 
during May and June of this year by 
Engineers F. A. Raymond, George L. 
Bean and Kenneth Lydecker. The 
cemmittee acknowledges valuable as- 
sistance rendered by Mayor Clifford 
R. Wilson and the various department 
heads. The summary and recommenda- 
tions follow: 

City in General. 

Population about 108,000. Important 
manufacturing center; industries varied. 
City mainly level; grades moderate. 
Streets mainly narrow; some in poor 
condition. Average wind velocities 
moderate; high winds infrequent. Win- 
ter temperatures moderate. Number of 
fires moderate; loss per capita low. 

Fire-Fighting Facilities. 

Water Supply—Private works; man- 
agement competent and progressive; 
records good; no arrangements for 
emergency fire service. Supply by 
gravity from reservoirs, of over six 
weeks supply, with reserve gravity and 
pump supplies; extensive improvements 
under construction and others assured; 
supply works adequate. Consumption 
high; only larger consumers metered. 
Pressures fair to law; new work will 
materially increase them. Distribution 
System strong in arterial feeders; 
secondary feeders well arranged, but 
lacking in a few localities; minor 
distributors fairly well gridironed. Pipe 
of ample strength, well installed and 
in good condition. Garte valves well 
arranged; spacing. fair to poor; care 
and condition good. Over one-third of 
the hydrants are of inferior size; dis- 
tribution good in most high-valve 
districts, wide in some other sections; 
care and condition good; considerable 
misuse. 


Fire Department—A _ strong and 
efficient full paid force under com- 
petent chief. Appointments fairly well 
made; personnel good. Strength o1 
companies not wel] maintained. Engine 
capacity ample; distribution good with 
new company to be installed. Ladder 
protection deficient in northern part 
of city. Chemical service well distrib- 
uted and good. Apparatus in generally 
good condition. One engine old; crews 
generally efficient. Hose supply ample 
and well cared for, minor equipment 
good. Response to alarms prompt; fire 
methods good; no salvage work at- 
tempted. Inspections of buildings ef- 
fective. Records fair. 

Fire Alarm System.—Automatic sys- 
tem. Headquarters in non-fireproof 
building with exposures. No separate 
alarm circuits; unreliable registering 
devices at stations; station wiring 
peor. Batteries in bad condition and 
improperly mounted. Boxes of proper 
type being installed; a few unreliable 
boxes in service; many inconspicuous 
and numerous defects noted; distribu- 
tion fair to good. Several circuits long 
and overloaded; in close proximity to 
high-tension lines. Some underground 
circuits installed; not in use, but to 
be connected soon. Department tele- 
phone system good for routine work. 
Inspections and tests unsatisfactory; 
records lacking. Numerous recent im- 
provements but maintenance poor. 


Fire department auxiliaries.—Super- | 


intendent of State police has powers 
of fire marshal for investigation of 
fires; four arrests and two convictions 
last year. Police co-operate well with 
fire department. Telephone much used 
for sending in alarms, Public service 


corporations render aid if required. 
Central station watch service extensive. 
Auxiliary fire alarm systems well 
installed and maintained. Much private 
fire apparatus; of value mainly to 
individual plants. Substantial outside 
aid available. 

Summary—Water supply adequate 
and reliable; pressures too low; fire 
flow adequate for the congested value 
district and most high-value districts. 
Fire departments well equipped and 
efficient. Fire alarm system unreliable, 
poorly maintained, and inadequate for 
needs of the city. 

Structural Conditions and Hazards. 

Building department—Building de- 
partment poorly organized and con- 
ducted. Laws inadequate. The passage 
ot the proposed building code delayed. 
Fire limit is inadequate and freely 
modified by the council. Fireproof 
construction, mainly of poor class; 
general building conditions very weak. 

Explosives and inflammables—Laws 
few, inadequate and subject to modi- 
fication by common council. Fire de- 
partment inspections for removal of 
rubbish and hazards frequent, but full 
power of enforcement lacking. Many 
hazardous conditions found. 

Electricity—No municipal control. 
Underwriters’ electrician occasionally 
examines equipments, but many hazard- 
ous conditions exist. Overhead wires 
largely removed from congested value 
district; in other districts serious. 
Considerable evidence of electrolytic 
action found. 

Conflagration hazard—Although a few 
buildings of improved construction have 
been erected in the congested value 
district, they are not so protected or 
grouped as to materially affect the 
hazard as a whole. The general poor 
construction, unprotected openings and 
narrow streets make the potential 
hazard severe in the congested value 
and other costly built districts. The 
fire department has been greatly en- 


(Continued on page 13.) 


TEXAS RATE REDUCTION FIGHT. 


(Continued from page 1.) 
peared before the board and declared 
that his city has so acted in the matter 
of reducing fire waste and making im- 
provements, that it is entitled to re- 
ductions which have never been given 
to it. The San Antonio key rate is 25 
cents and a reduction was asked. He 
thought 16 cents should be the most 
that could be charged under the law. 
He said that some improvements have 
been calléd to the attention of the com- 
panies, but others have not. He said 
that C. B. Roulet had not sent any one 
down to make the survey that the re- 
ductions might be had. Secretary Pol- 
lard thought the reductions would be 
forthcoming if improvements justify- 
ing them were called to Mr. Roulet’s at- 
tention and said that the board would 
grant reductions wherever justified if 
Mr. Roulet did not act. Investigation 
of the San Antonio situation was pro- 
posed. 

R. M. Pollard, secretary of the Texas 
State Insurance Board, has issued a 
statement replying to R. L. Batts, in 
which he says: 

“In the published report of the hear- 
ing of the 19th inst., before the State 
Insurance Board, Judge R. L. Batts’ re- 
marks would convey the impression 
that the insurance board were arbitra- 
rily opposing a recommendation in in- 
surance rates when the companies were 
demanding the privilege or writing at 
less rates than those prescribed by the 
board and when the people were clam- 
oring for lower rates. Judge Batts 
stated, ‘the companies had shown a dis- 
poition to reduce, there- was no doubt 
of what the people want and it is the 
board’s right and duty to order the 
rates lowered.’ 

“Judge Batts should have said that 
five out of 125 companies considered a 
reduction of rates, but afterward, for 
reasons sufficient to themselves, recon- 














THE VITAL FIVE MINUTES 


After Fire is Discovered Are the Ones That Count 
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Between the discovery of 
fire and the appearance of 
the fire department, a 
property owner may do 
more to prevent the sp: ead 
of flames than the whuwle 
department after the fire 
has gained headway. 


Insurance men will reccom- 
mend fire extinguishers that 
are EASILY OPERATE! 
and INSTANTLY EFFEC- 
TIVE on incipient fires. 


The protection afforded by 


PYRENE 


is too great to be estimated 
in dollars. 


The PYRENE FIRE 
EXTINGUISHER isa 
double-acting, powerful, 
strongly built pump. It is 
easily operated and does not 
get out of order. 


The compound PYRENE 
is a combination of powerful 
gases in liquid form. It 
SMOTHERS fires witho»t 
wetting down. PYRENE is 
good until used. PYRENE 
does not damage surround- 
ing materials. 
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sidered their demands and withdrew 
their requests. : 

“This board has received no intima- © 
tion from any other of the companies 
doing business in this State that they 
desired the rates lowered, on the con- 
trary, the board has protests- on file 
from companies, from individuals and 
trom local agents of associations in the 
State protesting against such action un- 
til it should have been shown by devel- 
coping the facts that the present rates 
in vogue were unjust, unreasonable and 
excessive. 

“The city of Austin has taken issue 
with the board on this and other ques- 
tions, all of which will, we hope, be 
decided once and for all by the suit 
pending. 

“This board recognizes no higher 
duty than to administer the law as it 
is written, and this it will do as it sees 
it and as directed by its legal advisers.” 

As a defense against the charges that 
the fire insurance rates are confiscatory 
and unwarranted in this State, Secre- 
tary R. M. Pollard of the State insur- 
ance board has prepared statistics and 
made them public in an effort to show 
that the charges are unfounded. His 
defense follows: 

“In view of the recent agitation and 
unwarranted statement that insurance 
rates were confiscatory and unwar- 
ranted in the State of Texas, the State 
insurance board deems it opportune to 
publish the following tables, and in- 
vites a careful eanag Fe the same: 


2. 3. 

Per Per Per 

cent. cent. cent. 
Wisma « .vsecccanse 45.4 1.36 1.43 
North Carolina ... 53.3 1.13 1.17 
South Carolina ... 59.5 1.22 1,24 
ee 53.8 1.40 1.37 
WORN. -naceasisens 53.3 2.09 2.16 
pi eer 58.8 1.71 1.68 
Mississippi ....... 65.1 1.79 1.57 
EOUMEORE .ccccise 54.9 1.44 1.51 
EE eked oniewnic 64.9 1.37 1.42 
ATRARGES os ccccsc 57.9 1.59 1.65 
Okjahoma ........ 57.7 1.13 1.24 
Tennessee ....... 57.7 1.51 1.47 
MORTUGRY ..cceccs 58.0 1.32 1.33 


1. Average Loss ratio five years. 
1611. Average rate of insurance per $100 for 
3. Av orange ate, of insurance per $100 for 
ave years, 1907-1 
Average per $100 1911, 1.466 per cent. 
Average per $100 five years, 1.48 per cent. 


Other States Higher. 

“Seven Southern States are higher 
than Texas. Texas is nine points 
lower than the average of the thirteen 
States for the year 1911 and six points 
iower than the average of the thirteen 
conservation and ultimate lowering of 
States for a period of five years, 1907- 
1911, inclusive. Of the thirteen States, 


| Texas has the highest average loss 


ratio, with the single exception of Miss- 
issippi. 

“These States are selected as a group 
since conditions in each are more 
nearly analagous, and since they con- 
stitute geographically what is known as 
the Southern tier of States. The fig- 
ures are carefully compiled from 
authoritative sources; they’ speak for 
themselves and should quiet the howl 
of the chronic kicker. 

Texas Doing Well. 

“Texas is faring well, and if the pro- 
cess of improvement suggested and 
urged by the State insurance board 
from time to time is carried out by the 
various municipalities of this State, a 
further material reduction in rates will 
follow as naturally as that night fol- 
lows day. Individuals, too, have it in 
their power to aid in the great work of 
rates if they will only correct the minor 
faults of construction in their individ- 
ual buildings. It should be borne in 
mind that cleanliness is next to godli- 
ness, and that the various fire marshals 
should have the help of every citizen in 
the campaign of cleaning up and the 
correction of unsafe conditions. Don’t 
cast these figures aside carelessly; read 
them, study them. Don’t for agitation’s 
sake and the enjoyment of the greatest 
of American privileges—the right to 
kick—kick over a condition that cold 
facts and figures refute, and the better- 
ment of which is largely and mainly 
within the keeping of the public itself.” 
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BRIDGEPORT’S FIRE HAZARD. 


(Continued from page 12.) 
larged and improved, and is an efficient 
force, and the water supply is adequate 
and reliable thus mitigating the other- 
wise high probability hazard, but the 
conflagration hazard is still high. The 
frame tenement districts noted in pre- 
vious reports have become more con- 
gested and others are developing. The 
manufacturing districts include many 
buildings of improved construction with 
good private protection, and the general 
hazard is moderate. The detached 
residential sections present the usual 
hazard of frame shingle-roofed dwell- 
ings. 





Recommendations Made. 

The following recommendations are 

made regarding water supply: 
Emergency Service. 

That an employe of the company, 
familiar with the distribution system, 
be assigned to attend second alarm 
fires and all fires in important dis- 
tricts, provided with details of locations 
of all valves on mains and on service 
connections two inches and over in 
size, and prepared to operate gates or 
otherwise co-operate with the fire 
department. Arrangements to be made 
for receiving alarms promptly. 

Supply and Distributing Works. 

That in addition to the early com- 
pletion of the Hemlocks reservoir and 
the installation of the 48-inch supply 
main, the followng changes be made 
to assure better and more reliable 
service: 

Provide a 24-inch connection from 
Easton reservoir No. 2 to present mains 
from reservoir No. 1, with pressure 
regulating valve adjusted to equivalent 
of 225 feet elevation at lower reservoir. 

Provide a 24-inch connection from 
Trap Falls reservoir to present supply 
main from Beaver Dam reservoir, with 
pressure regulating valve adjusted to 
equivalent of 250 feet elevation at lower 
reservoir. 

Place check valves on outlet pipes at 
Isiand Brook reservoir. 

Consumption. 

That the use of meters be extended, 
a sufficient number to be set each year 
so that the metering of all services, 
except those intended for fire pur- 
poses, shall be completed within a 
period of three years. 

Pressures. 

That with the completion of the 
improvements under construction, 
method of operation be followed that 
will assure a pressure of not less than 
60 pounds, at Main and Gilbert streets, 
under domestic consumption. 

Distribution System. 

That the distribution system be 
strengthened by the early installation 
of the mains contemplated by the water 
company, as given in the table below, 
and such other mains as are necessary 
to furnish fire supply as follows: 

In residential and minor mercantile 
districts, 1,500 to 3,000 gallons per min- 
ute. 

In manufacturing districts, 5,000 to 
8,000 gallons per minute. 

In the congested value district, 10,- 
000 gallons per minute. 

These quantities to be in excess of 
domestic consumption and to be avail- 
able in manufacturing districts about 
any large building or group of buildings 
of special hazard, and in mercantile 
and residential districts about any 
block. 

Sixteen-inch mains are recommended 
on North avenue from Clinton avenue 
to Dewey street; North avenue from 
Main street to Park avenue; Maple 
street from Knowlton street to East 
Main street; 12-inch, Broad street from 
Fairfield avenue to South avenue; 
State, Dewey streets, from Fairfield 
avenue to North avenue; Madison ave- 
nue, from North avenue to George 
street; Ogden street from East Main 
street to Helen street; 10-inch, Helen 
street from Barnum avenue to Boston 
avenue. 

That a well-defined plan be adopted 
and followed for the replacement of the 
smaller mains, removing those in the 
important districts first, and all four- 





inch within a period of three years, and 
all six-inch in important districts where 
the distance between reinforcing mains 
exceeds 500 feet. The system to include 
12-inch or larger secondary feeders and 
the gridiron completed wherever possi- 
ble, so that not more than two hy- 
drants will be on an eight-inch main 
between supporting lines and not more 
than one hydrant on a six-inch main 
tetween intersecting lines. Particular 
attention is called to the sections in the 
vicinity of fire flow tests 9 and 12. 

The National board believes that it is 
essentially the business of each munic- 
ipality to lay out its system of dis- 
tributing mains, as it is best able to 
judge of present and future consump- 
tion in each district, and of other local 
conditions involving paving, topog- 
raphy, pressure, size and type of hy- 
drants, etc.; but practical experience 
has shown that the above quantities are 
required for good fire protection in dis- 
tricts such as are found in this city, and 
that a gridiron system of mains of the 
sizes recommended above is satisfac- 
tory only when cross-connected at all 
intersections, free from dead ends, and 
with large secondary cross-feeder mains 
at frequent intervals. 

Gate Valves. 

That the distribution system be 
equipped with a sufficient number of 
gate valves, so located that no single 
case of accident, breakage or repair to 
the pipe system in important districts 
will necessitate shutting from service a 
length of main greater than the side of 
a single block, or a maximum of 500 
feet; or in other districts, lengths 
greater than two sides of a single block, 
with a maximum of 800 feet. 

That records be kept of inspections 
and operation of valves, the fire de- 
partment be given confirming notice in 
writing of the operation of those affect- 
ing the supply to hydrants, and some 
system adopted for the checking of 
valves closed for making repairs as a 
method of assurance of opening upon 
completion of work. 


Hydrants. 

That additional hydrants be installed, 
so that: 

In mercantile and manufacturing dis- 
tricts the distance between adjacent hy- 
drants will in no case exceed 250 feet, 
and the average area served per hy- 
drant will not exceed 45,000 square feet. 

In residential districts the distance 
between adjacent hydrants will in no 
case exceed 350 feet, and the average 
area served per hydrant will not exceed 
100,000 square feet. 

That all hydrants installed in the 
future have at least one steamer and 
two hose outlets, not less than six-inch 
barrel and six-inch gated connection to 
main and foot valve waterway of not 
less than 20 square inches. 

Hydrants not conforming to these 
specifications as to size should be re- 
placed, those in important districts im- 
mediately, and in other districts within 
a period of three years. 

Fire Department Organization. 

Regarding the fire department, the 
recommendations are: That members 
be retired from active fire duty on 
reaching the age of 62 years, unless 
at that time they are unusually efficient. 

That the number of men on duty in 
Chemical 1, at any time be not less than 
six, and that substitutes be provided to 
fill vacancies caused by sickness or 
cther unusual absences. 

Additional Companies and Apparatus. 

That a ladder company be established 
in the vicinity of North avenue and 
North Main street, equipped with an 
automobile combination truck. 

That one of the reserve hose wagons 
be loaded with 1,200 feet of 3-inch hose 
and stationed with Engine company 1. 

Hose. 

That the specifications of the Na- 
tional Board of Fire Underwriters for 
hose for city fire department use be 
adopted or used as a guide in framing 
specifications for new hose; all coup- 
lings to be changed to the National 
Standard. 

Minor Equipment. 
. That cellar pipes and pompier lad- 
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ders be provided for Trucks 1 and 3. 

That Chemical 1, and each ladder 
truck be equipped with three water- 
rroof covers, their use to be a part of 
the regular duties. 

Operation. 

That a pompier tower be erected and 
a drill school established, where all 
members, especially new men, shall be 
instructed in life saving and in the use 
of siamesed lines, deluge sets and scal- 
ing ladders. 

Fire Alarm System. 

That fire alarm headquarters be re- 
moved to a fireproof building especially 
constructed to reduce as far as possible 
all liability to interruption of service. 
In the new location all apparatus to be 
place on incombustible mountings, and 
no unnecessary combustibles to be per- 
mitted in the fire alarm rooms. 

Apparatus. 

That the present system be changed 
to the manual type, to include the fol- 
lowing apparatus: At headquarters: 

Cable terminal boards, for changing | 
connections. | 

Box circuit relay boards, with the) 
usual keys, switches and indicators Mg 





either manual or automatic operation. 

Alarm circuit boards, one for pri- 
mary alarm circuits equipped with the 
usual instruments and indicators, and 
the other for secondary or gong cir-) 
cuits equipped with the usual instru- 
ments, all circuits to be normally 
closed. ‘These boards to provide for 
about 20 box and eight alarms circuits. 

A manual transmitter, capable of 
transmitting up to eight figures. | 

Multiple pen registers, with time 
stamp for both box and alarm circuits. 

Storage batteries in duplicate, with 
cells of at least six-ampere-hour capac- 
ity; to be mounted on glass strips on 
porcelain knobs on iron racks, in a well- 
ventilated room. 

Wiring on switchboards to be No. 16 
copper with rubber insulation and 
flame-proof braid, and in headquarters | 
of No. 14 copper with rubber insulation | 
carried in fireproof ducts to operating 
room and distributed therein in conduit. | 

At Fire Stations: A punch register 
and a tapper on a primary alarm circuit 
and a gong on a closed secondary cir- 
cuit; this latter circuit to be used for 
ielegraphing if desired. 

Boxes. 

That boxes be installed so that no 
group of buildings shall be over 800 
feet from a box. 

That future installations of boxes be 
of the non-interfering and successive 
type, with silver contacts, with internal 
mechanism protected against abnormal 
currents, outer cases and lightning 
arresters adequately grounded, and 
with keyless, self-acting doors, glass 
panel doors, or with keys attached 
under guard; present boxes to be re-; 
placed or remodeled to conform to the | 
above. | 

That box locations be indicated by | 
red lights in the high value sections | 
of the city, and elsewhere by painting | 
a portion of =<  eemenene pole red. | 

rcuits. 

That a. ee circuits be pro- 
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For The Protection Of Its 
Policy Holders 
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Fire Insurance Company 
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Cash Capital . - $1,000,000.00 
Cash Assets - - 4,820,678.00 
Cash Surplus to Policy 
Holders - . - 2,288,079.00 
The real strength of an insurance company is in 
the conservatism of ite management, and the man- 


agement of THE HANOVER is an absolute as- 
surance of the security of its policy. 


R. EMORY WA RF 1E L D - President 
JOSEPH McCORD - Vice-Pres. & Sec'y 
WILLIAM MORRISON - Asst. Sec’y 
JAMES W.HOWIE - - Gen. Agent 





HOME OFFICE: 
Hanover Bidg., 34 Pine St. 


NEW YORK 











WESTERN AND 


ATLANTIC FIRE 
INSURANCE CO. 


NASHVILLE, TENN. 


$200,000.00 
$122,760.50 


Manager 


CAPITAL - - 
NET SURPLUS - 


H. H. RIMINGTON, 


Cc. A. ROWLAND, Special Agent 
21 S. Linwood Ave. - - Crafton, Pa. 
OPERATING IN 


Pennsylvania, Ohio, Maryland, Virginia, West 
Virginia, Tennessee, Kentucky, Alabama, 
Louisiana, Indiana, Illinois and Colorado 
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vided from fire alarm seiilindinad to 
each fire station. 

That the underground system be ex- 
tended wherever ducts are available 
and in all closely built districts. Un- 
derground wiring to be No. 14 copper 
with rubber insulation in lead-sheathed 
cables in separate: ducts of conduit 
systems used for signalling wires only. 
Overhead wiring to be of No. 10 cop- 
per or No. 12 copper-clad wire with 
triple-braided weatherproof insulation. 
No circuits to be carried on poles with 
other than signalling wires, or on house 
tops. 

That not more than 20 boxes or in- 
struments be placed on any circuit, ter- 
minal boards to be installed at each 
box on the underground system. 

That wiring in fire stations and other 
buildings conform to the National Elec- 
trical Code. 





Operation. 

That circuits be examined and boxes 
tested monthly and after every electri- 
cal storm. 

That complete records of tests and 
troubles be kept in convenient tabu- 
lated form, and an up-to-date map be 
provided showing route of each circuit 
and location of boxes. 

Building Department. 

That a complete building code be 
adopted by ordinance to conform to 
modern requirements for construction 
and fire prevention as given in the Na- 
tional Board building code, especially 
as to improved types of construction, 
limitations of heights and areas, thick- 
ness of walls, and protection to open- 
ings in roofs, floors and external and 
internal walls. 

That the fire limits district be ex- 
tended to include and properly protect 
all business districts, that construction 
outside these limits be so regulated as 
to prevent the developing of dangerous 
conditions, incombustible coverings to 
be required throughout the city on all 
new or repaired roofs, and that the 
various laws and ordinances requiring 
fire-escapes on buildings be _ strictly 
enforced. 

That the building department be 
placed under a competent inspector ap- 
pointed for an indefinite term and sub- 
ject to removal only for cause, who 
shall rigidly enforce the building laws 
and keep complete records. 

Explosives and Inflammables. 

That a complete code of regulations, 
governing the manufacture, sale, stor- 
age and transportation of all explosive 
and inflammable materials be adopted 
by ordinance, the chief of the fire de- 
partment to be held solely responsible 
for its enforcement. 

Electricity. 

That the National Electrical code be 
made by ordinance the standard for all 
electric work, and a city electrician, 
who shall be a suitably qualified elec- 
trician, be appointed under civil ser- 
vice regulations, who shall make inspec- 
tions of all electric work, be held re- 
sponsible for outside as well as inside 
work, and be required to make a com- 
plete reinspection of old wiring at suit- 
able intervals. 

That all overhead wires, except 
trolley wires, in the streets and block 
interiors of the closely built sections 
be placed underground. 

That systematic tests be made for 
electrolysis and dangerous conditions 
eliminated. 

Conflagration Hazard. 

That owners of existing defectively 
constructed buildings, which are so 
located as to form conflagration areas 
be required to suitably protect roof, 
party wall and exposed window open- 
ings. 

That automatic sprinkler equipments, 
with outside siamese hose connections 
and controlling valve near main in 
street, be required in all buildings 
which, by reason of their size, construc- 
tion or occupancy, singly or combined, 
might act as conflagration breeders. 





Accused of collecting premiums for 2 
prominent British fire insurance com- 
pany with which he had no connection, 
David C. McHarg was recently arrested 
at Newark, N, J 
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GHIGAGO’S FIRE HAZAR 


IMPROVED BUT STILL DANGEROUS. 








National Board Engineers Make Ex- 
haustive Report on Possibility of 
Conflagration. 





The engineers of the National Board 
of Fire Underwriters have completed an 
inspection of the fire hazard of Chi- 
cago and have come to the conclusion 
that although conditions there have 
been much improved since the previous 
inspection there is still danger of group 
fires. The improvement has _ been 
principally in the increase in fireproof 
buildings and sprinkler equipment. Poor 
construction, prevailing high winds and 
inadequate water supply are the chief 
winds of criticism. Referring to the 
general conflagration hazard of the city 
the report says: 

“The increased amount of fireproof 
construction, especially in the portion 
south of the river, the installation of 
automatic sprinklers in a number of 
duildings of hazardous construction or 
occupancy, and the large amount of 
window protection have reduced the 
conflagration hazard of the congested 
value district from that found at the 
time of the previous inspection, to a 
considerable degree; although spread- 
ing fires are still probable, the hazard 
ior the district as a whole is normally 
iow. The department stores are the 
principal conflagration breeders; in 
these the potential hazard is excessive 
tut the probability hazard is reduced 
by, although entirely dependent upon, 
the automatic sprinkler equipments. 
Such features as the grouping of struct- 
urally weak buildings in some locali- 
ties, the frequent high winds, the lack 
of an adequate water supply for all 
parts of the district and the inability 
of the fire department, though power- 
ful and well equipped, to cope with 
serious simultaneous fires without with- 
drawing the protection from the other 
parts of the city, are conducive to per- 
mitting conditions to obtain which 
would allow serious fires to involve sev- 
eral blocks. 


“The packing house section of the 
stock yards district has a high confla- 
gration hazard. In the principal lum- 
ber district the potential hazard is high, 
but the probability feature is greatly re- 
duced by the fire boat service. In dis- 
tricts of congested frame dwellings, 
roofed with shingles, the probability of 
fires extending over considerable areas 
is high, especially in those parts where 
the water supply is weak.” 

The congested value district is de- 
scribed as follows: “Beginning at Hub- 
bard place and Michigan avenue; Hub- 
bard, State, Polk, Fifth, Harrison, Canal, 
Mather, Clinton, Harrison, Desplaines, 
Monroe, Halsted, Washington, Union, 
Lake Desplaines, Wayman, Milwaukee, 
Fulton, Chicago River, Wells, Kinzie, 
Chicago River, Michigan, Franklin, Illi- 
nois, Peshtigo Court produced south, 
Michigan Canal, Lake Michigan, Chi- 
cago River, a line 100 feet east of Beau- 
bien, Water, Beaubien, Randolph and 
Michigan to place of beginning. 


“The district borders on a park 
along the. Lake Michigan water front 
and is divided into three parts by the 
Chicago River and its two branches. It 
has an extreme length of 6,800 feet and 
a general width of 5,500 feet, except 
north of the river, where it is increased 
about 3,100 feet. The district covers 
752 acres within bounding streets, but 
excluding the river; of this the block 
areas comprise 491 acres, 79 per cent. 
of which is built upon. It is practically 
level and streets are in good condition; 
bridges at nearly all street river cross- 
ings connect the three parts of the dis- 
trict. There are no wires, except trol- 
ley wires, to hamper fire department 
operations. Values range from low to 
very high, the former being west and 
north and the latter south of ths river. 
Except on the lake side, the district is 
moderately to severely exposed by 


and brick and frame resideiitial dis- 
tricts. The river and its south branch Ri A 
would form valuable fire breaks within : 


the district.” 
Chivago’s fire fighting facilities were 
thoroughly inspected by the engineers, 


and they found the water supply inade- AS § U RAN F E CO. 


quate for proper fire protection in the INCORPORATED 1833 

congested value and the stockyard dis- 

tricts. The fire department was found Head Office: Toronto, Canada 

excellent, except that there were too 

many small engines in service. The en- UNITED STATES BRANCH 

gineers of the National Board summarize January 1, 1912 

the results of their investigations of the) gosete ook eeeeeeeee ee $1,657,481.26 

~* fire protection facilities as foi- 722,478.74 
Water Supply—Municipal works; or- 

ganization good; records complete. 


Supply from Lake Michigan inexhaust- 
(Continued on page 15.) 


HON. GEO. A. COX, President 
W. R. BROCK, Vice-President 
W. B. MEIKLE, Gen, Manager 














PERCY B. DUTTON, .. .. Rochester, N. Y° | 


NEW YORK STATE DEPARTMENT 





Humboldt Fire Insurance Co. of Pittsburgh, Pa. 
Teutonia Fire Insurance Co. of Pittsburgh, Pa. 








R. W. ALEXANDER, Pres W. W. ALEXANDER, Sec. 





INSURANOL; GOMANNT 


BALTIMORE, M 
Cash Capital $350,000.00 Rauies to Policyholders $451,281.41 


FOR AGENCIES IN NEW YORK, NEW JERSEY and PENNSYLVANIA, 
Apply to HARRY W. BIRCHARD, Special Agent, ELMIRA, N. Y., or HOME OFFICE 








SVEA FIRE AND LIFE INS. CO., Limited 


Gothenburg, Sweden 
United States Branch, 100 William Street, New York MORRIS L, DUNCAN, U. 8. Manager 
ASSETS, $1,263,938 NET SURPLUS, $570,861 
Financially able to meet its every obligation, and prompt and liberal in doing so 








Calumet Insurance Company 
CHICAGO 








T. A. DUFFEY 


INSURANCE 


84 WILLIAM STREET o. £4. 4... NEW YORK 


Lines BOUND and WRITTEN in Excellent Companies 
throughout United States, Canada, Mexico and Cuba 




















manufacturing, mercantile and brick 


100 WILLIAM STREET - - - - 


WOOD BROTHERS & COMSTOCK 


GENERAL AGENTS 
REPRESENTING 


ALLEMANNIA FIRE INSURANCE OO. OF PENNA, 


CAMDEN FIRE INSURANCE ASS’N, OF N. J. 
GEORGIA HOME INSURANCE CO., of Georgia. 
HUMBOLDT FIRE INSURANCE CO., of Pennsyivania. 
MICHIGAN COMMERCIAL INSURANCE CO., of Mich. 
PITTSBURG UNDERWRITERS, of Pennsyivania. 
WESTERN RESERVE INSURANCE CO., of Onle 


New York 
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CURTAIL APPOINTMENTS. 





. (Continued from page 10.) 
licenses cancelled where we were able 
to prove that the license was issued for 
the sole purpose of rebating, or that 
the person to whom the license was 
granted was writing nothing but his 
own business. You will notice by care- 
fully perusing this list that the numer- 
ous agents of any one company are 
mostly confined to the non-board com- 
panies operating in this field, principal- 
ly one company, and that the agents of 
that company in this city have thirty- 
two solicitors’ licenses issued, giving 
them over fifty sources of securing busi- 
ness in the city of Spokane. In this 
connection I am gelecting Spokane as 
an illustration, as, this being my home 


city, I am more familiar with the con-, 


ditions here than I am with other parts 
of the State. While on this subject, 
will enclose you herewith a portion of 
my report to the last meeting of the 
State association, which was a report 
of the chairman of the dual agency com- 
mittee of the local association of Spo- 
kane, said committee having been ap- 
pointed by the local association to in- 
vestigate the question of multiplicity of 
agents. This report, I believe, you will 
find interesting reading, as it will show 
you the companies that are demoraliz- 
ing agency conditions to-day by numer- 
ous appointments of solicitors by their 
main agents in the larger cities. 


Limitation Proposed. 


“A meeting of the executive committee 
of the State association was held in 
Seattle, Wash., July 19th-20th, which 
meeting I attended. A resolution was 
passed, a copy of which I am enclosing 
herewith, from which you will see that 
we are trying to curtail these appoint- 
ments by the insurance commissioner 
(and he favors the curtailment, so he 
states), Ist, by trying to limit the agents 
to not more than two in any one city or 
town, and not more than one agent in 
cities or towns of less than 50,000, ac- 
cording to the last United States census. 
Under the ruling made by the insurance 
commissioner he states that the law is 
not clear enough in defining a solicitor’s 
application to enable Aim to deny it to 
any one who may apply for it, making 
it necessary for us to have a definition 
made as to what constituted a solicitor, 
so that he can deny the issuance of a 
license to a solicitor unless he considers 
it a bona fide application, and we are 
going to try to limit solicitors to ac- 
tual, salaried employes of an agency. 

“As the multiplicity of agencies has 
largely occurred, and in the business of 
the local agents has been more or less 
demoralized, by so many companies 
fcrming underwriters’ companies, we 
ére going to try to eliminate under- 
writers from this State in order to cur- 
tail these appointments. 

“You will notice from the resolution, 
which is being sent out at this time to 
all towns of any prominence in the 
State, together with a letter to some 
agent in that town, that they are being 
asked to report back to me, when I will 
bring the matter to the attention of the 
annual meeting of the State association, 
which will be held in October. I am 
sending you under separate cover a 
copy of the insurance code, so that you 
can see from our resolution what we are 
trying to correct. 

“For your information will state that 
the writer was formerly secretary- 
treasurer of the State association in 
Montana, and upon arriving in Spokane 
three years ago found that there was no 
State association in this State. At the 
first meeting of the Spokane local asso- 
ciation which I attended I found that 
there were thirty-nine members of the 
agsociation and one hundred and forty- 
two brokers authorized to receive 2 
commission from local agents who were 
members of the association. With the 
assistance of the managers of some of 
the larger agencies, who co-operated 
with me, we were able to adopt a reso- 
lution in the local association which 
eliminated all brokers, with the result 
that today, after having eliminated 


these brokers from the association and 
having our resolution incorporated in 
the insurance code, there is but one 
agency in this town that is demoraliz- 
ing the conditions of the local agency 
business, and that through the appoint- 
ment of numerous solicitors. There are 
to-day more than sixty members of the 
local association, and just one agency of 
any size or prominence that is not a 
member, and their resignation was 
asked for over a year ago for violation 
of the agreement which they had 
signed. 

“I was largely instrumental in organ- 
izing the State association and acted as 
secretary of the committee’ appointed 
by the Spokane local association to or- 
ganize the State association. The affairs 
of the Washington State association 
have been handled by me since its or- 
ganization, and my idea in organizing it, 
after having seen the lack of power of 
the Montana State association and hav- 
ing my belief largely strengthened by 
seeing the lack of power of the Wash- 
ington State association, was to organ- 
ize an association covering all the ter- 
ritory under the jurisdiction of the Board 
of Underwriters of the Pacific. There 
are associations, to my knowledge, in 
the States of California, Washington 
and Montana, and it was my purpose te 
do all possible to organize State asso- 
ciations in the States of Oregon, Idaho 
and Utah, combining these associations 
into one association, with a paid secre- 
tary, with headquarters at San Fran- 
cisco, as close to the offices of the 
secretary of the Board of Underwriter: 
of the Pacific as possible, to take up all 
grievances with that Board and secure 
sufficient membership in these Western 
States to be able to have a reasonable 
request made by the local associations 
or State associations to the mighty 
Board of Underwriters of the Pacific 
receive some attention. 

“TI trust that this communication gives 
you the information that you desire, 
and will ask that you call upon me for 
any further information I can give you, 
and I would like to have your opinion 
as to whether a Pacific West Associa- 
tion of Local Fire Insurance Agents 
could be organized, to absorb the State 
associations already organized and se- 
cure members to the organization in 
the States where there is no State 
association.” 





CHICAGO’S FIRE HAZARD. 





(Continued from page 14.) 


ible; cribs and tunnels in good condi- 
tion, and with proposed changes will be 
of sufficient capacity. Pumping stations 
not fireproof, but with low internal haz- 
ards and mostly unexposed; mutually 
reinforce each other, and capacity, with 
pumps under contract. sufficient. Dis- 
tribution in one service, except two 
small outlying residential sections. Con- 
sumption excessive, and its reduction 
of the utmost importance. Pressures 
too low for adequate fire engine supply 
in some important parts of the city. 
Arterial system fairly adequate; minor 
distributers well gridironed, but too 
large a proportion of 6-inch, especially 
in the congested value district. Gate 
valves generally weil spaced and in fair 
condition. Hydrants of unsatisfactory 
pattern and poorly maintained; distri- 
bution rather wide. Extensive improve- 
ments contemplated by water depart- 
ment. 

Fire Department.—A strong, full paid 
force, commanded by capable and ex- 
perienced officers. Supervision and 
financial support only fair. Fire mar- 
shal performs duties of commissioner 
and of chief; appointed for short term. 
All other appointments under civil ser- 
vice regulations. Discipline well en- 
forced. Drills, training and instructions 
insufficient, and standards of efficiency 


low. Companies well manned, but pre-' 
scribed minimum strength not well: 


maintained during vacation periods. 
Engines well distributed, but chemical 
protection and ladder service deficient. 
Engines of modern type, but many too 
small. Three fire boats in good condi- 








tion, others in poor condition. 
apparatus in generally good condition. 
Only one water tower in service. Hose 
well cared for; supply ample, but in- 
cludes no 3-inch Minor equipment good 
and nearly uniform. Repair shop facil- 
ities inadequate. Many fire stations 
need remodelling. Response to alarms 
generally prompt and satisfactory. Fire 
methods modern. Building inspections 
good. Records well kept. Protection 
materially improved in recent years. 
Fire Alarm System.—Two inter-con- 
nected manual systems. Main office in 
fireproof city hall without window pro- 
tection, and with exposures across 


street. Englewood office in joisted brick | 


fire station badly exposed and with nu- 
merous hazards poorly protected, and 
wiring poorly installed. Equipment 


Other | 





mostly in fair condition; box circuit ca- 
pacity too small and open local circuits | 
used; suitable registering and testing | 
devices lacking. Duplicate alarm in-| 
struments in fire station; complicated. | 
Boxes of interfering type, many without | 
keys attached or proper shunts; dis-| 
tribution mainly fair to good; some} 
suburban sections without protection. | 
Boxes dingy and inconspicuous. Most! 
box circuits heavily overloaded, some! 
excessively long. Circuits underground | 
in central part of city; many poles and | 
conduits carrying high-potential lines | 
used. Tests not frequent enough. Rec-| 
urds fairly good. 





Accommodation Lines. 

Companies are often obliged to ac-| 
cept lines on undesirable risks against) 
their better judgment, says “Whittlings” 
of the New Hampshire Fire, just to hold | 
position in an agency and to help out} 
the agent. This is a condition which 
can hardly be remedied in these days 
of excessive competition but there are 
limits in that direction which progres- 
sive companies will not pass and there | 
in is the loop-hole for the wild-cats and 
the near-reliable companies. 
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“‘The Leading Fire Insurance Company 
of America” 





CASH CAPITAL, $5,000,000.00 
WM. B. CLARE, President 
Vice-Presidents, 

Henry E, REEs A. N. WILuIAMs 
Secretary, 

E. J. SLOAN 


Assistant Secretaries, 
E. 8. ALLEN GUY E. BEARDSLEY 
RALPH B. IVES 


W. F. WHITTELSEY. Jz., Marine Secretary 





GEORGE J. KUEBLER 
Attorney - at - Law 
EXPERT LEGAL COUNSEL ON 
INSURANCE MATTERS 
Briefs of the Law in any State 
on Matters of 


INSURANCE 


a Specialty 





-: + References on Application -:-:- 


Suite 720-29 So. LaSalle St. ,Chicago, Ill. 


TELEPHONES: Randolph 6816 and 6817 
it 





Do you read THE EASTERN UNDER- 
WRITER “ads’’? 
They are meant for you. 





THE YORKSHIR 


sider other territory. 


sented in the United States 


FRANK & DU BOIS, U. 8. Managers 


INSURANCE GCO., Ltd. 


Is now entered for Agency Business in New York, Massachusetts, Obio, Illinois, Pennsylvania, New 
Jersey, Maryland, Louisi~ na, Georgia, and the Pacific Coast States, and will soon be prepared to con- 


ESTABLISHED 1824 
The “Yorkshire” is the Oldest and Strongest of the English Fire Companies not heretofore repre- 
Ample funds have been furnished for purposes of United States deposit and investment. 
O. E. LANE, Superintendent of Agencies 


47 William Street, New York 
New York Life Insurance & Trust Co., U. 8. Frustee, 


OF YORK, ENGLAND 


ERNEST B. BOYD, Underwriting Mgr’ 


52 Wall Street 








331-337 Walnut Street 


American Union Fire 


Insurance Co. of Philadelphia 
CAPITAL $500,000, FULL PAID 


(Organized and incorporated Under the Laws of Pennsylvania) 
JAMES F. STONE, President 


Correspondence Invited from Agents Where Not Already Committed 


PHILADELPHIA, PA. 








WHILDEN & HANCOCK 


105 WILLIAM STREET, NEW YORK 





Managers Accident and Health Department 





for New Jersey 


Assets over $138,000,0.0. 
Board of any public conveyance. 
SEE OUR NEW SAMPLE PULICY. 





PACIFIC MUTUAL LIFE INSURANCE COMPANY OF CALIFORNIA 
Incorporated 1868 


Third oldest American Company writing Acciden* and Health Insurance. 
Stockholders’ Liability unlimited. Double 
Indemnity Clause includes while on the Platform, Steps and Running- 


and Dentists receive all benefits of preferred risk without extra charge. 


PACIFIC MUTUAL INDEMNITY COMPANY OF CALIFORNIA 


Incorporated 1906 
Issues the same liberal Accident and Health policies as does the Life 
Company. Territory covered—Southern New York, including New York City. 


All losses adjusted and paid through our office immediately upon receipt of satisfactory proof 


Assets Over $18,000,000 


Physicians, Surgeons, Undertakers 
NONE BETTER. 
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CASUALTY AND 


SURETY HAPPENINGS 





EMPIRE STATE SURETY QUITS 


NATIONAL TAKES OVER BUSINESS. 
Heavy Demands for Claim Reserves 
Hastens the End—Stockholders 
May Lose $850,000. 





The only remaining business of the 
Empire State Surety Co., consisting of 
outstanding fidelity, surety and burglary 
policies, has been reinsured in the Na- 
tional Surety. Its casualty and other 
lines were taken over some time ago 
by other companies. The chief cause 
that hastened the end was the heavily 
increasing demands for claim reserves, 
a condition that was revealed in the 
recent examinations by the New York 
Insurance Department and the Federal 
Government. These examinations show- 
ed an impairment of nearly $100,000 
although the capital was recently reduc- 
ed to take care of heavy claims and 
reserve demands. The gross premiums 
on the business reinsured in the Na- 
tional amount to $600,000. 


After the meeting of the directors of 
the company last week the following 
statement was issued: 

“At a meeting of the board of direc- 
tors of the Empire State Surety Com- 
pany held this afternoon the details of 
the reports of the Federal examiners 
and the examiners of the New York 
Insurance Departinent were fully con- 
sidered and discussed, and after due con- 
sideration it was resolved that in the 
best interests of the policyholders of 
the company its business should be re- 
insured and that the company should 
cease writing business. The condition 
of the company was found to be such, 
upon the detailed examination of its 
affairs by the new management, that it 
was apparent the company could not 
be put in a position to successfully com- 
pete for business except by the pay- 
ment into the treasury of a sum of 
money much larger than its condition 
at this time justified. 

“The board unanimously resolved that 
the present officers of the company had 
done everything possible to protect the 
policyholders of the company and pro- 
mote its interest during the brief period 
they were in office, and that they were 
entitled to the commendation and 
thanks of everyone interested in the 
company for their faithful and valuable 
services. 

“Through a reinsuring of its outstand- 
ing risks, a sum will be obtained suf- 
ficiently large to make good the impair- 
ment of the capital, according to the 
report of the Insurance Department, and 
to provide a large sum in addition to 
the claim reserve, which, as figured by 
the department, is ample to care for all 
possible pending claims against the 
company.” 

Upon application of F. G. Lemmer- 
mann, owner of a small block of Em- 
pire Surety stock, an injunction tem- 
porarily restraining the proposed rein- 
surance deal with the National Surety 
was issued, with the thought that other 
and perhaps more advantageous offers 
for the business might be had. The 
prevailing opinion on the street, how- 
ever, is that the reinsurance will go to 
National Surety. 

When, some months ago, interest 
closely identified with the National 
Surety secured control of the Empire 
State and elected D. W. Armstrong, Jr., 
president of the company, it was with 
the thought that the business of the in- 
stitution could by careful culling be 
placed wpon a profitable basis. Lines 


were cut ruthlessly and extreme care 
shown in the selection of new risks. The 
resources of the Company were inade- 
quate to the demands made upon them, 
for when sufficient reserves were set 
aside the capital of the organization 
was found to be badly inpaired. But 





two avenues were open to the manage- 
ment; an assessment upon the stock- 
holders for a considerable amount, or 
reinsurance. The latter course was de- 
termined upon. 

For his labors on behalf of the Em- 
pire State Surety, President Armstrong 
1s entitled to high praise, but capable 
underwriter and general executive 
though he is, he could not accomplish 
the impossible, for the Company was 
doomed long ago. Its career has 
been a checkered one, and its un- 
fortunate stockholders will lose heavily 
pecause of its failure. 

The present board of directors which 
was elected shortly after the new stock 
interest assumed control is as follows: 

W. F. Albertsen, D. W. Armstrong, Jr., 
James C. Bishop, James C. Brady, E. 
H. Clark, Daniel J. Creem, Bernard Gal- 
lagher, Wm, J. Griffin, J. Horace Hard- 
ing, Anton G. Hodenpyl, Wm. B. Joyce, 
Frank B. Keech, J. D. Lecky, Joseph T. 
Magee, Payson Merrill, John W. Platten, 
Joel Rathbone, A. D. Seymour, W. A. 
Simonson, W. A. Tucker. 





GETS SOUTHWESTERN SURETY. 





John F. Curry Agency Inc. Appointed 
General Agent for New York and 
Vicinity. 





The John F. Curry Agency Inc. has 
secured the general agency for New 
York State and vicinity of the South- 
western Surety of Denison, Tex. This 
is an important appointment for the 
Southwestern is -xtending its business 
and territory very considerably. The 
company was recently admitted to this 
State. It has a capital of $542,575 and 
a surplus of $406,000. It writes fidelity 
and surety as well as casualty lines in- 
eluding liability, burglary, personal, ac- 
cident and health. 

The John F. Curry Agency is a strong 
office and gives the Southwestern an 
excellent berth in New York. Hon. 
James J. Hoey, formerly chairman of 
the insurance committee of the New 
York Legislature was connected with 
the agency for some time and resigned 
to accept the appointment to the office 
of second deputy insurance _ super- 
intendent. 

Another important development in 
connection with the appointment is the 
designation of John Baptiste as resident 
secretary of the Southwestern. Mr. 
Baptiste resigns as vice-president of the 
Armstrong Agency to accept the office. 
He will have charge of the liability un- 
derwriting. The expansion of the 
Southwestern Surety closely follows the 
election of Charles I. Brooks as vice- 
president and secretary of the com- 
pany. The Southwestern will begin to 
write business here within thirty days. 





TO EQUALIZE RATES. 





Ohio State Liability Board Arranges 
New Plan of Payments for Work- 
men’s Compensation. 





The Ohio State Liability Board of 
Awards has taken steps to equalize the 
State insurance rates against accident 
paid by employers under the Green 
Workmen’s Compensation act. Under 
the provisions of the new plan each 
industry will be required to pay only 
the exact amount of compensation 
which that particular industry has sus- 
tained in the past six months. 

If it is found that a given class has 
accumulated a surplus in a period of six 
months the rate can he lowered for the 
next six months. New concerns will be 
enabled to secure insurance at the new 
rates, but the employers who paid the 
hither premiums will not suffer, be 
cause they will be given credit for the 
excess premium paid at the last settle 
ment. 








CLASH IN FIDELITY & DEPOSIT. 





Vice-President Nelson Relieved of Du- 
ties After Rupture With President 
Warfield. 





The Baltimore daily papers have been 
printing at length accounts of a dispute 
between President Edwin Warfield and 
Vice-President J. Arthur Nelson, during 
the course of which the latter was re- 
lieved of his duties and it is said on 
both sides that he will not return to the 
service of the company. 

From statements made by President 
Warfield and Vice-President Nelson it 
appears that the trouble grew out of a 
question of authority as between Mr. 
Nelson who had supervision over the 
casualty business of the company and 
W. H. Harris, President Warfield’s son- 
in-law, who was a manager in the casu- 
alty department. 





SLOT MACHINE INSURANCE FAILS. 





Company That Introduced This Method 
of Selling Accident Indemnity Now 
Bankrupt. 





The scheme to sell accident insurance 
by means of slot machines has proved a 
dismal failure and the company organ- 
ized to operate it has gone into the 
hands of a receiver. This concern, the 
International Contract Vending Co. of 
New York, started to furnish accident 
insurance for one week for 10 cents. It 
has filed a petition in bankruptcy with 
liabilities of $190,824 and assets of $21,- 
201. 





A capital of $250,000 is proposed for 
the Chicago Bonding and Surety Com- 
pany of Chicago which recently secured 
a charter. 


| 








JOHN C. PAIGE CO. 


INSURANCE 
65 KILBY ST. BOSTON, MASS. 








QUEEN 


lus. Co, of America, 
aw Yor«. 











TWO HUNDRED AND THIRD YEAR 


SUN 
INSURANCE OFFICE 
OF LONDON 


FOUNDED 1710 
United States Branch: 
54 PINE STREET, NEW YORK 
Western Department: 
171 La Salle Street, Chicago 


Pacific ent: 
SANSOME AND SACRAMENTO STREETS 
San Francisco, Cal. 


Agents Wanted at Unrepresented Points 








HUDSON UNDERWRITERS 


AGENCY OF THE 


LUMBER INSURANCE COMPANY OF NEW YORK 
CAPITAL $400,000 





84 WILLIAM STREET 


NEW YORK 








JEFFERSON 


FIRE INSURANCE COMPANY 
OF PHILADELPHIA 


ALEXANDER N. STEWART, President 
8. LAURENCE BODINE, Vice-President 


SAM’L W. SCOTT, Secretary 








GRINNELL AUTOMATIC SPRINKLERS 


STEAM AND HOT WATER HEATING AND POWER PIPING 





1 Executive Offices - . 


GENERAL FIRE EXTINGUISHER COMPANY 


Provipence, R. I, 











NATIONAL FIRE INSURANCE CO. 


OF HARTFORD, CONN, 
STATEMENT, JANUARY Ist, 1911 


ASSETS LIABILITIES 
Bonds and Stocks.............$7,491,467.60 Capital Staeks....cccscscccceess $1,000,000. 
Loans on Bond and Mortgage. 1,470,175.00 Reserve for Re-Insurance...... 6,075,294.78 
. Reserve for Outstanding 646,089.21 
Real Estate unincumbered.... 657,740.69 Reserve for Taxes, etc..... 125,000. 
Cash on hand and in banks..-. 393,990.34 Special Reserve for Contingent omnes 
Cachan hams cf Agents.......  YORSI0.7% Net Surplus................0... 2,648,909.35 
$10,792,293.34 $10,792,293.34 
JAMES NICHOLS, President H. A. SMITH, Vice-President G. H. TRYON, Secretary 
Assistant Secretaries 
F. D. LAYTON Ss. T. MAXWELL Cc. 8. LANGDON 


SURPLUS TO POLICYHOLDERS $3,645,909.35 
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DETROIT CONFERENCE MEETS. 


(Continued from page 10.) 


bodies surely need more knowledge and 
right knowledge of purposes, the growth 
and the needs of our particular form 
of protection. Recognizing this obvious 
fact, we know that we have resources, 
the instrumentalities right in our own 
organization and can set at work 
promptly and energetically the ways 
and means of doing the one thing that 
is the prime necessity of the day and 
the hour. 

“T earnestly and urgently commend 
this thought to your careful considera- 
tion and speak united action at this 
convention, looking to the practical 
establishment of our own Bureau of 
Education, here and now, irrespective 
of what allied organizations may be 
preparing to do or expecting to do. 

“We must realize that the means 
must be supplied or at least pledged 
and provided promptly. Every day the 
needs increase, every day’s delay means 
that much more to be done in combat- 
ing ignorance, misunderstandings and 
natural, because uncorrected, prejudices 
to be overcome. The report of the 
Education Bureau will define this mat- 
ter in detail and contains recommenda- 
tions calculated to cope with the situa- 
tion fittingly and decisively. 

“Speaking retrospectively, the re- 
adoption at the recent Spokane con- 
vention of the National Convention of 
Insurance Commissioners of the Uni- 
form Standard Provisions Bill must be 
a source of the greatest gratification 
to every organization writing health 
and accident insurance in this country. 
Your president, as the chairman of the 
committee designated by the Insurance 
Commissioners at their last previous 
annual convention at Milwaukee in 1911 
_to confer and co-operate with them in 
matters of proposed legislation, worked 
earnestly, patiently and we trust, suc- 
cessfully, to harmonize all elements and 
evolve a measure that would be fair, 
honest and comprehensive. A_ vast 
volume of correspondence with State 
Insurance Departments was had, nu- 
merous meetings of the committee, 
which had been enlarged to include 
representatives of the leading com- 
panies writing commercial, health and 
accident insurance, were held at Boston 
and Springfield, Mass., Albany and 
New York city, and at Chicago, separ- 
ately and in conjunction with the Com- 
mittee of the National Convention of 
Insurance Commissioners. 

“For your kindly co-operation ona| 
constant support the chairman of that 
committee, who happens to be the | 


titular head of this organization, de- | 





| 


sires to express his most sincere) 
appreciation. 
“Also at the Spokane convention, 


last month, this organization had pre- 
sented, through the Commissioner of | 
this State, a Bill intended to define) 
end check switching and twisting and| 
te make the diversion or retention of 
rremiums an act of embezzlement. 
Tris measure, without any delay or 
adverse comment was referred to the 
chairman of the committee on Laws 
and Legislation and will doubtless be 
teken up at the next meeting of the 
Insurance Commissicners at New York! 
city con December 2nd. 
“In this same connection’ the| 
Grievance Committee of this organiza-| 
tion, aprointed by your president, has 
Cone excellent work in obtaining and 
placing on record for your knowledge 
end inspection, correspondence with | 
the several State Insurance Depart- 
ments, covering the matter of switch- 
ing and twisting and indicating clearly 
what recourse we may expect in that 
connex<tion. 
At the mid-winter meeting of this} 
organivation it was recommended that | 
?s a body and severally, as separate 
organizations, we join with the Na-| 
ticnal One Cent Letter Postage Asso-| 
ciation in tre nation-wide effort 


that | 
is being made to reduce the cost of 
first-class letter postage from two} 


cents to one cent, and we have the} 


expectation of hearing from an officer 


of that organization at this convention 
regarding the justice of this movement 
and what progress is being made 
toward obtaining a proper reduction of 
the cost of doing our business so far 
as this item of expenditure is con- 
cerned, 

“Since the last annual meeting of this 
organization, we have lost one of our 
oldest and most esteemed members— 
William deMattos Hooper. At the 
regular mid-winter meeting, appro- 
priate resolutions were passed and 
engrossed and Mr. Louis H. Fibel 
kindly consented to tender this ex- 
pression of our regret and esteem to 
the widow and daughter of our member 
who has gone before. 

“Correspondence with the leading 
casualty organizations of the South 
which write the same classes of insur- 
ance as we do, leads me to believe that 
in the near future we may expect a 
coalition to be effected between the 
Southern Casualty & Surety Conference 
and this body. A most cordial invita- 
tion has been extended to the members 
of the Southern Casualty & Surety 
Conference to be with us at this time, 
and I am glad to see that so many 
have accepted our hearty invitation. If 
it meets with your approval to consider 
formally, a proposition for such a 
merger, and with it, I may say, goes 
the renewed invitation so cordially 
extended at the last mid-winter meet- 
ing of this body by those of its members 
who hail from the hospitable South- 
lend, regularly, to have our mid-winter 
gatherings at some suitable place in 
the South, I think I may say that these 
growing and energetic workers in the 
vineyard will be with us not only in 
spirit and in purpose but in name, as 
full-fledged members of the Detroit 
conference.” 

Need for Popular Education. 

Chauncey S. S,. Miller, secretary of 
the Educational Bureau of the Con- 
ference said in addressing the gather- 
ing on the need for concentrating the 
educational work: 

“The need that first, self-education; 
second, agents’ enlightenment, an] 
third, that popular understanding of in- 


surance have become recognized as 
prime essentials in this country to-day 
is evidenced by the action of the con- 
vention of State insurance officials ap- 
pointing a committee on popular edu- 
cation; by the forward movement taken 
by the Life Presidents Association; the 
National Association of Life Under- 
writers; the two great fire insurancs 
organizations, and by this body itself 
at its last mid-winter meeting, in the 
appointment of an educational bureau 
committee, and lastly by the Inter- 
national Association of Casualty and 
Surety Underwriters at their convention 
Aug. 16, 1912. 

“Specifically considering our owa 
case, events of the last twelve months 
have shown the necessity of self- 
education. It is inevitable that when 
any new business grows with astonish- 
ing rapidity, that errors of omission 
and commission must be concommitant 
with its growth. Bion’s maxim: “Phy- 
sician, know thyself” is trite and sel‘- 
evidently applicable to ourselves. 

“That a standard provision in our 
policy forms must obtain eventually 
was as inevitable as the formulation of 
standard forms of fire and life policies, 
but it took un acute occasion to awaken 
us to the necessity therefor. In one 
year this achievement has been brought 
about by the patient and unremitting 
efforts of those assigned to this work, 
but it is only one thing in the business. 
Efforts to classify and codify individuai 
hazards have been intermittently in- 
conclusive. 

“The realization that human mishaps 
and deterioration were a _ legitimate 
charge upon industry quite as much as 
mechanical deterioration and destruc- 
tion, came slowly to our people, but the 
wave of humanitarianism and industria) 
philanthropy has spread persistently 
and pervasively over our country and 
is now reflected in the statutes of more 
than a dozen States where manufac- 
turing is predominant. We may have 
been slow to perceive how insidious 
and insinuating has been this humani- 
tarian movement, but we are now 
aware of its extent and purport. 

“We are beginning to set our houses 
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A STRONG COMBINATION 





Nothing known to the insurance business is so 
effective a business-getter as the combination 
of a first rate company and a first rate agent. 

The Maryland is a first rate Company, consid- 
ered from the stand point of financial strength, 
record, reputation, methods, or any other test. 
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We want a first rate agent in your city to 
complete the combination. 
and progressive agent in your town will write 
us in response to this invitation. 


Will you be the one? 


MARYLAND CASUALTY COMPANY 


The Company That Helps Its Agents 


The most alert 





MARYLAND 
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in order, but surely we need first, self- 
education before we can expect our 
soliciting forces to understand and, 
ultimately, our patrons to differentiate 
between the complete compensation of 
individual health and accident insur- 
ance policies and the mcompleteness 
and insufficiency of State provided 
pseudo workmen’s ‘compensation.’ 

“The need of combating vicious in- 
surance State publication laws obtain- 
ing in many of our States, must be 
patent to you when you examine your 
annual statement and scrutinize the 
item of legal publication expense. 

“The need for some co-operative and 
concentrated effort to wipe out the 
archaic and absurd State retaliatory 
insurance measures and have substi- 
tuted modern progressive and equitable 
State reciprocal laws, must be obvious 
to us all. 

“The necessity of considering the in- 
trusion of ‘wild-cat’ companies, pro- 
moted by ‘Colonel Sellers’ and ‘General 
Schemers’; the foolhardiness of the ab- 
surdly high commissions offered by 
neophyte concerns, which are rushing 
into a field where our underwriting 
‘angels fear to tread’ need no elucida- 
tion, 

“The gross unfairness of our present 
two-cent first-class postage rate and 
the righteousness of supporting the 
cause espoused by the National One 
Cent Letter Postage Association, must 
appeal to every member of the Detroit 
Conference who has his money in- 
vested in health and accident insurance 
enterprises and whose annual expense 
item for postage is just double what it 
should be. 

“The necessity of supplementing the 
excellent work done by the Bureau of 
Publicity must be apparent to every 
one of us who has given heed of the 
morrow in consideration of the exigen- 
cies confronting this particular branco 
of insurance, 

“To be informed of the multitudinous 
and perplexing actions of the legisla- 
tors of nearly half a hundred common- 
wealths, is as necessary as the pro- 
visions for torpedoes and red flags of 
a railroad system; but the noting of 
activities of our lawmakers (weil- 
intentioned and otherwise), is only one 
of the ‘lookouts’ needed on our ‘picket 
lines.’ 

“First, we must better understand 
all our problems; then explain them to 
our lieutenants, sergeants and corpo 
rals, and lastly, to our patrons.” 






































Report of Grievance Committee. 


Your comr cee ¥ 

porting t) ‘ f in 
re? it during the ait Xx 

nd sveh as have ome to it 
have been min-r ones. cue to m ) 
cfancings. which, in most cares 
readily cleared up. 

It is a source of sa‘icfaction to ' 
ommittee. as it must » the 
ference, that at the prese time 
industrial accident and h isin 
is in an extremely eatirfactery sha 
ee regards fie'd conditions A") 
ranies, whether in cr ont of the « 
feverce, with few excertions, an:e- 
ciate the fact that the so-called “switra- 
ing of bucriness” cannot be “one a " 
profit: conseoven') ittle 
ing ic being done. with tre recul 
policyholders, companies and i 
ance departments are hetter satis fic 

In this eonnertien ll to 

ltention of vour hody. the facet 
many insurance co~m™issicr 
'ro-operated ‘with vouvr committee an! 
j} have begun an active campaign of 2.) 
leation against the switen'n? evil. an 
wherever t*e laws of the Sta‘e pern 
insurance ‘4enartments have pres 
lewitching bv ‘egal action. 

All of which i respectfull 
mitted 

(Sicrecd) H. A. Bettren Cha 

C. H. Bracke?t. 
} For the second session to-day, fo! 
lowing is scheduled: 
| Report of Executive 
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chairman. Report of Educational Bu- 
reau, C. S. S. Miller, secretary. Ad- 
dress: “Agency Organization for Of- 
fense and Defense,” by R. R. Koch, pre- 
sident, American Assurance Co. Ad- 
dress: “Shortcomings of Workmen’s 
Compensation.” By Martin P. Cornelius, 
assistant general attorney, Continental 
Casualty Co. Address: “What Our 
Educational Bureau Can Accomplish 
with the Insurance Departments.” By 
C. A. Craig, president, National Life & 
Accident Insurance Co. Address: 
“Waste.” By C. W. Ray, secretary, Hoo- 
sier Casualty Company. Weekly Depart- 
ment Session, C. P. Orr, president South- 
ern Mutual Aid Association, presiding. 





INCOME OVER $106,226,000. 





Business of Casualty and Surety Writ- 
ing Companies Has Attained Large 
Proportions. 





From the revised figures of the casu- 
alty and surety writing companies re- 
porting to the New York Insurance De- 
partment, last year, it is shown that 
their aggregate premium income last 
year was $106,226,072 as against $92,- 
301,707 received during 1910. In the 
same period the disbursements totaled 
$94,176,871, an excess of $12,286,047 be- 
yond the figures for 1910. 

The statement of the Department in 
connection with the summary reads: 

“Volume III. of the Annual Depart- 
ment Report covers the business of 
casualty, fidelity and surety, credit, real 
estate title and mortgage guarantee 
companies for the year ending Decem- 
ber 31, 1911. : 

“This report carries the audited state- 
ments of these companies and accom. 
panying statistical tables, fixing the 
valuations of their bonds and stocks 
owned in accordance with the allowed 
appraisal of the department, as arrived 
at by its expert appraiser, thus placing 
the valuations of these holdings on a 
uniform basis. In auditing these state- 
ments the department has gone into 
great detail as to the valuation and al- 
lowance of the various asset items re 
turned by the companies and has also, 
so far as possible, made a proper read- 
justment of their liabilities where deem- 
ed necessary. 

“This report indicates that the audit 
of the statements has in a number of 
instances changed the figures from 
those published in the preliminary 
tables issued by the department in April 
last, when for the early information of 
the public the returns of all companies, 
other than fire and marine, reporting 
to the department were published in 
tabular form without audit. 

“A general summary of the report is 
shown by a comparison of the results 
of the business of 1910 and 1911, as fol- 
lows: 


Casualty, Fidelity, Surety and Credit 
Companies. 


1910, 1911. 














Number of companies 54 Ho 
PND: savencidduces $129,387,972 $145,068,249 
Res. for unpd. losses $22,058,028 "$28,778,982 
Unearned prem. res. 38,897,480 42,939,626 
All other liabilities. 7,738,248 8,888,429 
Total labilitiesex- SS” 
cept capital .... $68,698,756 $75,606,986 
Capital stock ...... $28,669,000 $33,777,220 
POE ‘vwaceeeesews 32,025,216 35,684,043 
Premiums .......... $85,382,910 $98,972,996 
Other income ...... 6,918,797 12,253,076 
Total income .... $92,301,707 $106,226,072 
Claims paid ....... $30,900,595 $37,180,214 
Div. to stockholders 4,086,410 3,398,068 
DEDUMNNG. cc oryecccs 46,903,819 53,598,509 
Tot. disbursements $81,890,824 $94,176,871 


Real Estate Title and Mortgage Guaran- 
tee Companies. 
1910. 








910. 1911. 
Number of companies 10 0 
Pr ee $48,206,312 $50,893,789 
Liabil. except cap.. $15,854,693 $17,663,768 
Capital stock ...... 17,085,000 17,260,000 
Perey 15,266,619 15,970,021 
a eR Oe $6,086,567 $6,429,245 
Disbursements ..... $5,301,609 $5,383,248 





RESIDENT AGENT LAWS * 





With Reference to Casualty and Surety Insurance : 





By JOHN T. STONE, President Maryland Casualty Co. 





(Continued from Issue of August 8.) 


What are the every-day requirements, 
as to insurance policies, of those who 
patronize casualty and surety com- 
panies as affected by resident agent 
laws? In personal accident and healt 
insurance it frequently happens that a 
policyholder will remove from one State 
to another. He is a stranger to the in- 
surance men of his new residence, be- 
sides which he naturally prefers to con- 
tinue the renewal of his policy with 
the agent who wrote it. This natural 
preference is reinforced by the fact 
that almost all policies of that kind 
now carry the accumulation feature, 
which is lost if a new~policy is issued, 
but which continues with progressive 
accumulations up to the maximum, if 
the original policy is renewed. If the 
resident agent law is rigidly enforced, 
such a policyholder must take out a 
new policy through @ resident agent at 
his new location, and thus be compelled 
to forfeit his accumulation benefits and 
to forego the natural preference of do- 
ing business with friends rather than 
with strangers. 

Illustrated in Some Lines. 

In burglary insurance a great deal of 
banking capital is invested from cen- 
ters of business in distant States. The 
owners of such capital, for various 
good reasons, prefer to place their in- 
surance at their own place of residence. 
A great many persons own both sum- 
mer and winter residences and these 
residences are frequently located in 
two or more States. They have in- 
surance relations at their place of per- 
manent abode and naturally prefer to 
have their policies issued there. 

In boiler, fly-wheel and liability in- 
surance there are many large concerns 
with plants in several States, employ- 
ing many men, paying large taxes to 
the respective States in which their 
plants are located, and these plants in- 
crease very greatly the trade of the 
cities in’ which they are located, in 
various collateral ways. Their fina- 
cial transactions are, however, almost 
all handled from the central head- 
quarters, and these transactions in- 
clude, for obvious reasons of economy, 
convenience, ete., the placing of insur- 
ance on boilers, fly-wheels, employers 
liability and other similar hazards. 

Again, in liability insurance and in 
surety bonding it is very customary for 
contractors living in one State to bid 
for and obtain contracts for work car- 
ried on in other States. Such con- 
tractors have their insurance and ‘bond- 
ing arrangements, which are of a more 
or less confidential nature, adjusted 
satisfactorily in their home cities. It 
is exceedingly inconvenient and unde- 
sirable, as well as occasionally im- 
practicable for them to arrange these 
matters through a stranger, although 
such a course is required by the resi- 
dent agent laws, when the contractor 
is awarded the contract in a State, 
other than his own State of residence, in 
which a resident agent law is in force. 

These illustrations might be carried 
on indefinitely, but enough has been 
said to indicate how hardly these laws 
bear on the practical transactions of 
casualty and surety companies. 


Injustice Forced by Law. 

But a. far deeper question than 
preference or convenience is involved, 
namely, the injustice and foolishness 
of forcing by legislation an owner to 
patronize one set of insurance agents 
and forbidding him to patronize any 
others. By what code of morals or 
ethics can those who make such laws 
or those who profit by them justify a 
process which says to me: “We are 
glad to have you invest your money 
in our State and to pay thecity, county, 





*From “The Budget” 
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State and other taxes; we are glad to 
have you employ our citizens and pay 
them a livelihood; we are glad to have 
you increase by your output the volume 
of our manufactures and commerce. 
You can buy your raw material any- 
where and sell your fin.shed product 
anywhere; you can deal with anybody 
regardless of where he lives—excepi 
that you cannot under any circum- 
stances, no matter’ what your own 
choice or advantage may be, place 
your insurance with any agent other 
than those who live in this State.” It 
is just as fair and just as sensible, no 
more and no less so, to enact a law for- 
bidding one to buy or to sell any com- 
modity used in his business unless he 
does so through an agent resident in 
the State where his plant is located. 
The proposer of such a law would be 
hooted out of hearing—and these resi- 
dent agent insurance laws are not en- 
titled to any better treatment. 

If the insurance agents of one State 
have a right, which the law should 
recognize and enforce, to say to all the 
insurance agents of all the other 
States: “You dare not write a policy 
on a risk within our borders,” and to 
the owners of all such risks: “You can 
only insure through us,” then, surely, 
all other classes of men in that State 
have the same right, which should be 
equally recognized and enforced by law, 
to the exclusive trade of the State as 
to the things in which they deal. The 
fact is. that the essence of resident 
agent laws if applied, as logic and 
fairness imperatively demand, to all 
lines of business would utterly destroy 
the whole structure of our Nationa) 
commercial existence. When we thus 
analyze these laws in the clear right 
of reason their indefensible absurdity 
becomes perfectly evident. 

And, absurd as is their essence, it is 
nc more so than the theory of control 
which these laws embody, namely, that 
companies or the agents control the 
placing of insurance. Nothing could 
be further from the truth. The owner 
of the thing insured controls the plac- 
ing of the insurance. He says where 
and how it shall be insured, and that is 
his inalienable right. If he is a citizen 
of New York and owns a risk in 
Arkansas he determines what agent and 
what company shall handle the insur. 
ance. If those selected by him are 
non-residents of Arkansas’ and, there- 
fore, suggest to him that the law of 
Arkansas requires the placing of the 
insurance with an Arkansas agent 
without the intervention of any non- 
resident, his answer is: “It is my 
property and I shall exercise my right 
to insure it where I please.” Which 
is no idle remark, for he will have no 
difficulty in finding agents and compapr- 
ies glad to serve him as he directs. 

Methods of Compliance. 

The methods in practice in attempt- 
ing to comply with these laws are 
several. There is what is known as 
the countersignature slip. Such slips 
are obtained by some companies in 
quantities from one agent in each 
State where such laws exist and are 
then attached to policies at the home 
office as need may require. Other 
companies forward policies written by 
an agent in one State and covering a 
hazard in another State, to an agent in 
the latter State for actual counter- 
signature on the policy itself. This 
method is subject to the gravest ob- 
jections, because of the risk of losing 
the policy, because of the fact that the 
assured during the process of trans- 
mittal back and forth is not in posses- 
sion of the document for which he is 
charged a premium, and especially is 
it objectionable in cases where a num- 
ber of hazards located in as many 


different States and owned by one as- 
sured are covered under one schedule - 
or blanket policy. In such case the 
same policy has to be sent back and 
forth until it reaches every agent con- 
cerned, thus requiring the lapse of a 
great deal of time, the risk of losing 
the policy in transit, and almost always 
the serious soiling and defacing of the 
policy before it finally lodges in the 
hands of the assured as a complete 
document. 

In order to avaid the objections to 
cases such as the last named, some 
companies insist upon issuing a separ- 
ate policy for each plant, so that each 
policy will only have to be sent to one 
resident agent. Serious objection to 
this is urged by the assured, because 
it requires the writing of a number of 
policies, thus increasing the bulk of 
the documents which he holds and also 
increasing the danger that through a 
cierical inadvertence all these policies 
may not be similarly written, and that 
some of them through such error may 
not cover according to his desires. An- 
other objection to this is the necessity 
for checking back and forth until the 
assured is certain that he has the en- 
tire series to which he is entitled. 

‘Still another method is that of send- 
ing the application to an agent resident 
in the State where the risk is located 
and having him issue the policy and 
deliver it either to the assured direct, 
or to the agent who has procured it, 
or to the home office. This method is 
oren to the serious objection that the 

(Continued on page 19.) 





MICHIGAN’S INDEMNITY SCALE. 





Accident Board Works Out Values of 
Different Portions of Body 
for Compensation. 





Values of various portions of the body - 
of a laborer as well as of one’s life, have 
been worked out by the Michigan Indus- 
trial Accident Board under the employ- 
er’s liability act, in effect Sept. 1. Pro- 
vision is made for a certain number of 
weeks’ pay in case of any accident that 
incapacitates a worker for more than 
two weeks. On the basis of a wage of 
$15 a week here is the result: 


IRE REE EPRI Ge $2,750.00 
I coo '2 5a deo wall ne a eee 3,750.00 
EN I os x dha de mca eect 3,750.00 
NN rs Sova wces © Ca Sees 3,750.00 
TN oii iss teak owance vane 3,750.00 
EE ED es. ko 5 own av 08a ean 3,750.00 
Re ee ars 1,500.00 
SN TMI <S ..3-4e chs 5.0 SA med > 0 anaes) 1,312.50 
OS Seer ermrrec reo 1,125.00 
CEN MEI ooo OS 5 ccm ine a a oes 937.50 
Gt MN reek acGw teases se 750.00 
EE. co Cs las be awdadaa ee 4 450.00 
B.D sy cb ve caves seus 262.50 
Boome GMB ooo vc cckcccecess 225.00 
SIR Cr ae eerrer eee sem 225.00 
SEE 5 oo C54 cao os cabo 150.00 
Ree os a pikes nie o 112.50 
ee ME POD <5 ob abodes kee awe 75.00 


The law is not made obligatory on 
employers, but any one may elect to 
come under it except those who have 
farm and domestic labor. 

The State Board is to be an arbitral 
tribunal, a member of it to serve in any 
dispute with two other persons chosen 
by the parties concerned. The members 
of the board receive salaries of $5,000 a 
vear, thus making it possible to have 
high-class men. 

An employer will be permitted to 
choose whether he shall pay from his 
own treasury in cases of accident, or 
shall insure in some accident company, 
or form an insurance association among 
his employes. The latter method will 
be followed in many cases. The funds 
of such associations will be administer- 
ed by the State Commissioner of insur- 
ance if the persons concerned should so 
elect. 





The Travelers has appointed two new 
assistants to Manager Westerhold of 
the liability department of the Chicago 
office. They are W. N. Graves, assistant 
manager at Cleveland and John L. Orn, 
assistant manager, home office district, 
Connecticut, 
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SPECIAL TALKS WITH LOCAL AGENTS 





How near does an agent 


A Policy come to that condition? 
in Every Of course you can’t 
Home. place one in every home, 


because quite a number 
-of homes have no insurable risks there- 
in; but an average of a policy in every 
home should be the ambition of everv 
agent. Wouldn’t that make a great 
division? Just stop and reckon it for 
-a minute. Isn’t it possible? Of course 
it is. INot possible except by sufficient 
time allowance to do the work, but the 
question is: “How far did you progress 
toward that condition last year?” How 
much farther will you progress this 
year? ‘Will you be satisfied with any 
less final result? Your ambition should 
be for the biggest, best known division 
in your community. A policy in every 
house would surely acomplish this. 
Plat your town. Show on your plat 
how your risks are distributed. ‘Note 
the large amount of vacant property 
you have, and then begin improvements 
at once. You pay taxes on vacant 
property without income. Improved 
property yields a nice overhead protit. 
_A policy in every house, and a profit 


in every policy—National Casualty 
Record. 
om * +. 
The problem of how to 
Getting advertise effectively to 
Bonding produce surety business 
Business. is a matter that has puz- 


zled many experienced 
local surety men. Some of the mana- 
gers for the Title Guaranty & Surety 
Co. contribute to the current number 
of “Surety Bonds” opinions on this 
subject. R. G. Hillman, resident mana- 
ger at Los Angeles, says: 

“The very best form of advertising 
for the surety bond agent is the per- 
sonal call, with the object of your call 
stated in plain, brief language. Printed 
advertising matter should be so de- 
signed that three very important facts 
stand out plainly above all others, 
namely: What you have for sale— 
who you are—and where you can be 
found when wanted. 

“As the average business man ac- 
quires an immediate grouch when he 
opens an envelope and finds ‘only an 
advertisement’ the above facts should 
stand out so plainly that they will be 
indelibly stamped on his mind before 
he can throw the ‘ad’ into the waste 
basket, where a very large proportion 
of it invaribly goes. 

“If the printed ‘ad’ be regarded only 
as a letter of introduction and be fol- 
lowed up, within a reasonable time, 
by a personal call by the agent, ad- 
vertising bills may be greatly reduced 
without any decrease in the volume of 
business secured.” 

D. M. Hilligoss of Dallas, says: “In 
reference to an article giving my ex- 
perience for advertising surety busi- 
ness that has produced the best re- 
sults, I will say that I am of the 
opinion that newspaper display adver- 
tising is practically useless. Classified 
newspaper advertising is the best for 
newspapers where the classification be- 
longs to or is a part of the surety busi- 
ness, for instance, the classification of 
‘plans and bids wanted’ calls the at- 
tention of architects and contractors. I 
have found an advertisement in a 
column of this character useful. It 
places the name of the company before 
those who need surety bonds. Blotter 
advertising is an aid to personal solici- 
tation; the personal letter followed up 
then to render a service such as the 
Federal Information Bureau gives or 
the furnishing of information on local 
contracts and earnest personal solicita- 
tion, together with the establishment 
of close friendly relations are the best 
methods of obtaining surety business.” 

P. D. McQuaid of Indianapolis, says: 
“Advertising in the common accept- 
ance of the term—meaning newspaper 
and periodical, is a practically negli- 


gible quantity at the Indianapolis office. 


Such periodical advertising as is pur- 
sued here constitutes such a small 
matter of expense, and is so desultory 
in character, that we cannot say we 
have any special policy in practice. 
Advertising here takes the form of per- 
sonal contact and direct appeal. 

“We place our chief reliance upon 
the ability of our special agents to 
appoint and instruct producers. Be- 
fore our special agent leaves a new 
appointee is taken by our special 
agent to the most likely sources of 
business in his town and shown the 
possibilities of the field. Our ‘Monthly 
Bulletin’ constitutes a ‘Monthly Prod.,’ 
which must necessarily tend to sustain 
an agent’s active interest. With a 
field thus plowed and sub-oiled by our 
special agent, and harrowed by monthly 
bulletins and letters of instruction and 
encouragement, we have a field that is 
responsive to a special campaign. 

“We will soon be inaugurating a 
special campaign for the securing of 
official bonds. Our first source of in- 
formation will be furnished us by our 
agents as to the list of candidates for 
office in their territory. These candi- 
dates will be addressed with a circular 
letter showing the desirability of cor- 
porate surety in general and bonds 
with ‘The Title’ in particular. 


“The agent is in turn urged to prose- 
cute this campaign, and immediately 
after election of officials each and every 
official elected is solicited. We have 
outlined above a policy that has pro- 
duced results.” 

* a = 


The greater per cent. of 


Watch lapses occur among new 
the policyholders who, like the 
Lapses. new babies, need the most 


care and attention. Just 
stop to think—the policyholder didn't 
hand you the policy fee just to get rid 
of you, or to make a good fellow of 
himself. He must have seen the need 
for insurance from the description you 
gave him at the time, but was that 
description in accordance with the 
terms of the policy? Did you make 
plain every feature, and was he satis- 
fied with it? If so, what caused the 
lapse? It is up to you to find the real 
reason. Perhaps he doesn’t have time 
to come to the office to pay his 
premium and expects some one to call 
and collect; or perhaps some other 
agent has shown liim an inferior policy 
with glowing accounts of big returns 
which will not materialize. 


Nothing is more resentful to man- 
kind than the securing of money under 
misrepresentation; therefore, sell our 
policies to stay. They are broad and 
liberal enough to be readily salable, 
and you should give the applicant the 
proper explanation of every benefit. 

There are dozens of reasons why 
policies lapse, and if each individual 
were called on by the agents in the 
field no doubt the lapse ratio could be 
reduced to a minimum; therefore, we 
urge every agent to pay particular at- 
tention to the lapses with this end in 
view. 

After finding the real reason for the 
lapse give him a heart to heart talk; 
make him feel our interest in him; 
show him testimonials from other sat- 
isfied policyholders; show him that his 
time is his most valuable asset; show 
him how he is doing himself and hia 
family an injustice by not keeping his 
policy in force; explain the policy 
thoroughly and see that he understands 
and is perfectly satisfied with it, and 
you will soon find your business in- 
creasing, for an agent who uses straight 
forward, honest business methods is 
bound to succeed, and, furthermore, 
satisfied policyholders are the best ad- 
vertising medium an agency can re- 
ceive. Don’t depend on the lapse 
notice sent out from the home office 
to do the business—it helps, bit you 
should re-canvass.—U. S. Health and 
Accident Bulletin. 








RESIDENT AGENT LAWS. 


(Continued from page 18.) 
application may not convey to the mind 
of the resident agent who issues the 
policy, and who is entirely unac- 
quainted with the assured, having had 
ne direct communication with him, an 
accurate understanding of the coverage 
desired and required. This results in 
frequent errors in the preparation of 
policies, requiring the document to be 
sent back again to the resident agent 
for cancellation and re-writing, and en- 
tailing, as in some of the other meth- 
ods, great uncertainty in the mind of 
the assured as to whether or not he is 
really covered, as he has in his posses- 
sion no evidence of that fact, except 
perhaps a binder issued by the agent 
to whom he has given the order and 
who, under the resident agent laws 
strictly interpreted, has no right to is- 
sue such a document, 

It will be readily seen that laws 
which necessitate such roundabout 
methods of doing business are liable to 
serious abuses sometimes by those who 
are not scrupulous, and ‘somtimes by 
those who are scrupulous, but who are 
simply put to their wits’ ends to 
comply with these impracticable re- 
quirements. 

Laws of Small Use to Agent. 

It may well be asked whether the | 
supposed advantage of these laws, | 
which as we have already shown con- | 
sists only in a problematical protection | 
to the resident agent, can seriously be | 
held to compénsate for the obviously 
serious, irritating, and loss-involving | 
disadvantages to agents, to the assured, | 
and to the companies themselves. It | 
is very doubtful whether they accom- 
plish anything more than a small frac- | 
tion of the single possible advantage of | 
protection to the resident agent. | 

Let it be said right here that the | 
companies have no financial interest in | 
opposing such laws. The companies | 
are practically certain to get the busi- | 
ress that is coming to them one way 
or the other. They are, however, 
naturally and properly interested in| 
avoiding the useless annoyance and | 
obstruction to the safe, certain and | 
speedy transaction of tegitimate busi- 
ness which these laws bring about. In 
a word, the objections to these laws in- 
kere in the conditions surrounding the 
transaction of modern business; s»2 
that the enactment of such laws is 
tantamount to an effort to turn back 
the wheels of progress and to estab- 
lish, as to this feature of the insur- 
ance business, methods which have 
long since become obsolete, except in 
China, and even there, they are rapidly 
passing away. 





In view of these facts, insurance com- 


missioners will render a service such 
as is clearly contemplated in the cre- 
ation of the departments over which 
they preside (that is, a service which 
will aid in the protection of policy- 
holders, and will conduce to the sensi- 
ble transaction of the insurance busi- 
ness) if they will interpret these laws, 
should they exist in their respective 
States, in such a way as to permit the 
issuance of policies by the agent to 
whom the order is given and. with the 
least possible participation on the part 
of the resident agent which can be 
construed as a compliance with the 
law. (But much more important than 
this, which would only be palliative, all 
commissioners whose States have now 
in effect such laws will help to cure 
an intolerable condition, if they will 
use their best endeavors to have those 
laws repealed at the earliest practica- 
ble moment. 


Let insurers and insured, intra-State 
and extra-State agents, every one, re- 
acquire and retain unimpaired by any 
artificial legislative attempt to hamper 
some and help others, the inherent 
right of freedom to contract for insur- 
ance, which is unquestioned as to 
every other form of legitimate trans- 
action. 
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SUPERIOR POLICIES 
KIMBALL C. ATWOOD, President 
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The Employers’ Liability 
Assurance Corporation, Limited 


The original and leading Liability 
Insurance Company in the World 


LIABILITY, STEAM BOILER, ACCIDENT, 
HEALTH, FIDELITY 
AND BURGLARY INSURANCE 


United States Branch 
SAMUEL APPLETON, United States Manager 


Employers’ Liability Buliding, 
33 Broad Street, Boston, Mass. 
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INSURANCE CO. 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 
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EUGENE H. WINSLOW, 
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London Guarantee & Accident Co., Ltd. 
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55 JOHN STREET 
New York 
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Every Insurance Agent 
In OHIO, WEST VIRGINIA and KENTUCKY 


SHOULD HAVE A COPY OF 


‘‘THE MEN BEHIND” 


Write WM. H. HUNT, President 
THE CLEVELAND LIFE INSURANCE CO. 
CLEVELAND, OHIO 


Mention this Journal CLEVELAND LIFE gains are attracting attention 





Real Help For The Agent 


have just placed a contract for advertising that will 

reach one out of every three farmers in Ohio, the 
most prosperous farming State in the Union. Direct leads 
will be secured for agents to develop. All your time can be 
devoted to closing business. We can use a few more live 
men—real producers—in this work. 


THE TOLEDO LIFE INSURANCE CO. 


601-619 Nicholas Bldg. ~ - Toledo, Ohio 








Insurance in Force Increase in Surplus in 
Over $14,000,000 Two Years Over $50,000 


GUARANTEE LIFE INSURANCE CO. 


HOUSTON, TEXAS 


An excellent proposition awaits a few live managers 
who can produce the business 


Write the Home Office at Once 











Life Insurance and Texas 





Texas has more than four million people, made u 
home grown population and the best se epsons from othon 
states. They are a progressive people and they are baying 
life insurance—about seventy million dollars a year. 


More than a hundred thousand suitable subjects in 
the state are uninsured, ond Cy times that number 
inadequately insured. We a dozen more good 
field men to tell them about the Southland Life. Address-- 


JAS. A. STEPHENSON, President DALLAS, TEXAS 











CASUALTY CO. 


Incorporated under Massachusetts Laws 
Fidelity and Surety Bonds, Burglary and 
Theft, Accident and Health Insurance 

Liability and Automobile Property Damage 
Excellent territory open to reliable representatives 


HOME OFFICE 
4 Liberty Square, Boston, Mass. 








PIONEER IN 
ACCIDENT AND HEALTH INSURANCE 


DISTRICT MANAGERS WANTED 


Salaried Positions and big future in cities in New York, 
Pennsylvania and New Jersey for producers and men 
capable of managing an industrial debit. 


Address: National Casualty intial 
Majestic Building - - - ~ - Detroit, Mich 


NATIONAL 
CASUALTY 








SCRANTON 
LiF< 


Has work for every good life agent in this 
territory. The more the merrier. 


New Policies---Renewal Contracts 
———BOTH LIBERAL— ————— 


J. B. DOCHARTY, Jr., Agency Director 
Colonial Trust Co. Bldg. - - Reading, Penna. 




















T®, COST of life insurance depends on 
The Northwe stern a IMPORTANT FACTS. relating to. The 
0 western ’s business are shown e 
Mutual Life Insurance Co. | | following percentages: i 
Mortality Interest 
of Milwaukee wr «(COT |CO“S™ 
GEO. C. MARKHAM, President 1908 10.74 59 4.84 
A. 8. HATHAWAY, Secretary 1909 10.63 54 4.85 
1910 10.90 58 4.86 
New Business Paid-For 1911 10.80 57 4.98 
1907 - - - $102,233,634 The Noctheectern ie ip the best company to ins 
1908 - - - 109,685,428 surein. Hence it is the easiest to sell. 
1909 - A ee 114,157, 288 wihtnt g Nortnresters's new policy con En- 
1810 - - - 119,229,238 dowment Options, ns of ent and 
1911 - ~ - 121,234,473 the Premium Lean Features. 
Each year larger than any in the ance, For further ce th wy ha 
f , 
eae ee ey H. F. NORRIS, 
Cemmenced Business 1858. Superintendent of Agencies. 


























VALUABLE AND EFFECTIVE 
CANVASSING LITERATURE 


—FoRr— 


LIFE INSURANCE AGENTS 
“REBATING VOIDS THE POLICY ” 


** Rebater and Assured Liable to Fine and Imprisonment ’’ 
$2.00 per 100; $1.25 per 50 


“A BANKING PROPOSITION or TWO METHODS OF SAYING” 


Price $5.00 per 1,000; $3.00 per 5(10 
(With Imprint on Lots of 5,000 or over) 


“DQ RICH MEN NEED LIFE INSURANCE?” 


Giving Effective Answers in the affirmative 
Price $2.00 per 100; $1.25 per 50 


“K STORY OF TWO PYRAMIDS” 


Illustrating the Difference Between the Legal Reserve and Assess- 
ment Plans of Life Insurance 
Price $1.50 per 100; $1.00 for 50 


“COUNTER PROPOSITIONS” 


Insurance for Property and Life 
Price $5.00 per 1,000; $3.00 per 500 
(With Imprint on Lots of 5,000 or over) 





The above pamphlets are productions of articles appearing 
in past issues of THE EASTERN UNDERWRITER, or for which 
we are agents. 

Samples of any or all of the above sent upon receipt of 26c. 
postage. 

Address THE EASTERN UNDERWRITER CO. 
105 William St., New York City 





















